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HE right time to render special engineering 

service to your clients or prospects without 

any expense involved is when they are drawing 

up plans for a new building. Certain methods 

of construction can be followed, certain safe- 

guards can be included that will provide greater security to life and property. 


This phase of construction is a specialist’s job. The engineers of the 
Home Insurance Company will gladly co-operate with their local agents and 
in turn with his clients and prospects and their architects in planning new 
buildings—so as to make them as fire resistive as possible. 


It is often possible to make minor changes.in present buildings so that 
they too will be safer and afford greater security to the investment involved. 


The service of these engineers can be obtained by our local agents 


through the fieldman in his territory. 


Fire and Allied Lines of Insurance 


THE HOME 33@se NEW YORK 


CASH CAPITAL $24,000,000 WILFRED KURTH, President 
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TO Our AGENTS 








It is ever a source of pleasure for America 
Fore to send greetings to the members of 
the National Association of Insurance Agents 
at this time of their annual meeting. 


Realizing that without the loyalty and co- 
operation of our agents this great organi- 
zation would never have been possible, we 
are proud fo reiterate our faith in them and 
in the American Agency System. 


lt is traditional that America Fore always 
gives of its best, and if, in the solution of 
your problems this organization can be of 
assistance, its official staff and field forces 
can be counted on to the fullest extent. 


We wish for your association many more 
years of successful endeavor. 


i 


Chairman of the Boards 
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ERNEST STURM, Chairman of the Board 
WADE FETZER, President 




















October 11, 1930 


LOCAL AGENTS’ EDITION—THE EASTERN UNDERWRITER 





Local Agents Stage Huge Convention 
In Colorful “Texas Setting 


Fine Hospitality Extended to More Than 1,000 Delegates at Dallas; National 
Association Members Consider Possible Effects of Business Depression on 
American Agency System; Strenuous Competition Results From Flock 
Of New and Insecure Companies in Business; Many Old-Timers 


Missing At This Meeting 


By CLARENCE AXMAN 


Dallas, Oct. 8—Texas is an inland em- 
pire in fact as well as name and when 
Texans take anything to their heart, the 
power and influence and size of the state 
is soon noted. In Texas the local agency 
association is popular. Insurance has 
wide prestige and when the National As- 
sociation of Insurance Agents decided to 
hold its convention this year in Dallas, 
a large attendance with interesting 
events was made certain. 

So, in this convention the Lone Star 
State is running true to form and the 
National Association is holding one of 
the largest, if not the largest, conven- 
tion in its history. 

This was demonstrated Tuesday night 
when 1,200 persons turned out for the 
banquet and many prominent state off- 
cials headed by Governor Dan Moody 
were on the roster. 

Although Governor Moody said that 
the day of the ten gallon hat had passed 
as far as being worn by people in the 
Texas cities, there are plenty of large 
white hats to be seen in the lobbies here 
probably of the two gallon variety. 


Fine Texas Hospitality 


It seems as if every other man has on 
a Texas badge and a reception commit- 
tee ribbon and the hand of hospitality is 
outstretched wide. It is not only a hos- 
pitality which includes “May we put an 
automobile at your disposal during your 
Stay here” but other things are offered 
Which help make the convention attrac- 
tive. 

The Texans are not only doing their 
share of entertainment but some of the 
agents from a distance are keeping open 
house, especially the Michigan agents 
headed by George W. Carter of Detroit 
and Clyde B. Smith of Lansing, the lat- 
ter being president of the National As- 
Sociation. 

There is no grouch here about hotel 
accommodations as many people are 
Staying at the Hotel Baker across the 
Street from the Hotel Adolphus, conven- 
tion headquarters, and no one is lacking 
4 room. 

There are a surprising large number of 
Cities in Texas, the rigalry between them 
and civic pride being strong, and all of 


these cities have plenty of representatives 
at this convention. . 

A number of insurance companies have 
suites of rooms and some of them have 
exhibits. 


Opening Session Strictly Business 


The convention opened without a brass 
band in the lobby or convention hall as 
has sometimes happened and the open- 
ing sessions were strictly business. 

The convention really opened yester- 
day when the state officers met and dis- 
cussed problems as they were localized. 

Probably the insurance agents with the 
most problems at the present time are 
those of Missouri where there has been 
so much fire insurance litigation and at- 
tempts to put through great increases re- 
sulting in court decisions, refunds, con- 
troversies with state officials, threats of 
state funds and other matters very en- 
grossing but disturbing to the production 
forces of the state. 

When the insurance agents gathered 
from all parts of the nation, it soon 
became evident what was most on their 
minds. That worry probably was the 
strenuous competition caused by the 
flock of new companies in the field. 

Problems confronting those new com- 


panies as the country entered a period 
of depression, business falling off, and 
some of the companies in troubled waters 
were the subjects most in the thoughts 
of those present. 

Where is the local agent to fall as 
a result of these conditions? Will it be 
in a bed of roses or in thorns? 

W. Eugene Harrington of Atlanta 
talking at the state presidents’ meet- 
ing thought the agent could best meet 
the situation by doing his job every 
day in the best way he could, making 
himself indispensable to the business 
public and sitting tight waiting for de- 
velopments. The better he performed 
his work for his client now the more 
it would count in his favor in the fu- 
ture. 


Convention Hall Crowded at Opening 


The convention this morning opened 
with a crowded room. The loud speak- 
er was laid aside and the speakers did 
the best they could in putting over their 
messages. 

Following the annual address of 
President Smith, Walter H. Bennett, 
secretary and counsel of the National 
Association, gave the convention theme, 
“What Is Ahead for Insurance ?”. 








Convention Cities 


Year City President Elected 
1896 Chicago, Ill........... A. G. Simrall 
1897 St. Louis, Mo......... A. G. Simrall 
1898 Detroit, Mich...C. H. Woodworth 
1899 Buffalo, N. Y...C. H. Woodworth 
1900 Milwaukee, Wis...G. D. Markham 
1901 Put-in-Bay, Ohio. .G. D. Markham 
1902 Louisville, Ky..... Thomas H. Geer 
1903 Hartford, Conn.....John C. North 
1904 St. Louis, Mo.....A. H. Robinson 
1905 Denver, Colo......... E. J. Tapping 
1906 Indianapolis, Ind...Chas. F. Wilson 
1907 Richmond, Va...F. W. Offenhauser 


1908 St. Paul, Minn...E. W. Beardsley 


1909 Atlantic City, N. J..Fred Guenther 
1910 Chicago, Ill........... A. W. Neale 
1911 Buffalo, N. Y....... J. H. Southgate 
1912 Atlanta, Ga....... J. H. Southgate 


Year City President Elected 
1913 Cincinnati, Ohio....C. F. Hildreth 
1914 Minneapolis, Minn..C. F. Hildreth 
1915 Indianapolis, Ind....... E. C. Roth 
1916 Boston, Mass........... E. C. Roth 
1917 St. Louis, Mo......... E. M. Allen 
1918 Cleveland, Ohio....... E. M. Allen 
1919 Louisville, Ky......... Fred J. Cox 
1920 Des Moines, Iowa....Fred J. Cox 


1921 
1922 
1923 
1924 
1925 
1926 
1927 
1928 
1929 
1930 


Los Angeles, Cal....James L. Case 
Hot Springs, Ark... James L. Case 
Buffalo, N. Y....... Frank R. Bell 
Milwaukee, Wis... Thos. C. Moffatt 
Kansas City, Mo.....Cliff C. Jones 
Atlantic City, N. J...F. L. Gardner 
New Orleans, La.W. E. Harrington 
West Baden, Ind.....R. P. DeVan 
Detroit, Mich......... C. B. Smith 
Dallas, Texas...... P. H. Goodwin 


The National Association secretary 
was applauded at all the points in his 
speech where he sounded alarm or made 
wisecracks or offered recommendations. 
His statement that some big companies 
were writing overhead through members 
of the fleet not entered in a state and 
that this practice was a new type of 
overhead brought hand claps and his 
reference to the I. U. B. as the Inter- 
State Underground Board drew laughs. 

He wound up with an argument against 
unemployment insurance. 


There was considerable interest in the 
letters he read from various large in- 
surers telling that they patronized stock 
company insurance because they found it 
more satisfactory to deal with agents 
and that it also gave them more of a 
sense of security about their insurance. 


Best’s Paper Scores Hit 
One of the outstanding papers at the 
morning session Wednesday was that of 
Alfred M. Best, publisher of Best’s In- 
surance Reports. 


As the hall was noisy and the acoustics 
not so good, Secretary Bennett inter- 
rupted the speaker to say to the con- 
vention: 

“Gentlemen, we are having the world’s 
best authority on his subject. Let us 
crowd up closer so we can hear every- 
thing he has to say.” 

When Best said that insurance ex- 
penses are about the same as they were 
some years ago and gave his opinion 
that insurance producers are not over- 
paid, there was a ringing round of ap- 
plause. The speech was well received. 

Interpolating Best said the “American 
Magazine” was soon to come oyt with 
an article on insurance showing that 
there is considerable under-insurance. 

Among those present were many of 
the production leaders of the country. 
One of the wisest and most amiable and 
influential of all the insurance producers 
there was Percy H. Goodwin of San 
Diego, Calif., who is to be the next presi- 
dent and who probably traveled more 
miles as chairman of the executive com- 
mittee of the National Association of In- 
surance Agents than any man in a simi- 


(Continued on Page 10) 
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Big Producers Discuss Mutual Competition 


Dallas, Tex., Oct. 8—The National As- 
sociation of Insurance Agents this after- 
noon split its convention three ways, the 
producers having group sessions of their 
own. The division was by premiums, the 
$100,000 offices meeting one 
place, those writing from $100,000 to 
$300,000 another and those from $300,000 
up at a third place. 


premium 


At the last named group, which meet- 
ing was presided over by W. Eugene 
Harrington of Atlanta, there were most 
of the production stars of the conven- 
tion. 

Such men as George W. Carter of De- 
troit, J. Stewart Pearce of Tulsa, Okla.; 
Bryson Jones of Kansas City; R. P. De- 
Van of Charleston, W. Va.; Harry R. 
Manchester of Cleveland, Ohio; Percy 
H. Goodwin of San Diego, Cal.; Albert 
Dodge and George Tiernon of Buffalo, 
and others being present. 

The idea of the big producers exchang- 
ing ideas originated a year ago and the 
innovation is going to be as much of a 
success as the Million Dollar Round Ta- 
ble of the National Association of Life 
Underwriters. 

Just as it is impossible nowadays for 
the life underwriters to have a flop con- 
vention as long as there are members of 
the Million Dollar Round Table of prom- 
inence present, so too the National As- 
sociation of Insurance Agents cannot 
score a failure if the big producers group 
becomes an annual fixture. 

Stress Mutual Competition 


The most interesting feature of the 
large producers’ discussion had to do 
with mutual competition and several of 
the speakers proved beyond all question 
that one reason why so many agents are 
licked by non-agency mutual competition 
in the shape of the big fellows who take 
the page advertisements and make a big 
point of their dividends as well as by the 
New England mutuals and some other 
similar types of carriers, is because they 
are licked before they start. They think 
that cost is the most important feature 
of competing with stock insurance but it 
is only one factor. 

Just what some of the other factors 
are was brought out by the speakers, 
many of the talks being ingenious in the 
type of arguments advanced but they 
were arguments that strike business men 
in a vital spot. Probably it is because 
they have to do with the building up of 
the economic structure of the public and 
maintaining it on a substantial under- 
structure. 

Many people think that the only way 
to fight the mutuals in the case of the 
big risks is by manipulating rates 
through improving physical stature of 
the plant. While of course the physical 
structure of plants should be improved, 
bad spots eliminated and sprinkler equip- 
ment placed most effectively, that is only 


In Group Session 


Innovation Started Last Year of Having Convention Divided 
According to Premium Production is a Decided Success; 
Speakers Show How Big Dividend Arguments of Mutuals 
is Often an Unfulfilled Hope; Services Local Agents Offer 
Frequently Lead to Lower Rates Than Mutuals Charge 








Two Large Producers 








ALBERT DODGE 


an item when it comes to talking stock 
company insurance with a_ property 
owner. 

Answers to Mutual Arguments 


Here are some of the points which 
were brought out as having a decided 
bearing upon where plant owners and 
others shall place their business. 

A big mutual company wll offer an 
attractive rate or the promise of divi- 
dends sometimes as high as 25% on a 
risk which is the center of a large com- 
munity of homes and other risks. The 
mutual goes gunning for the particular 
risk. The stock companies insure the 
entire neighborhood. Without their in- 
surance the community would be facing 
ruin in the case of a bad fire. 

If the community did not have this 
stock company insurance, the risk in- 
sured by the mutual would not be in a 
position to operate successfully in many 
cases because there would be a lack of 
clients or customers. The very employes 
of the plant would be in distress in case 
of fire loss were it not for ‘the stock 
companies who furn'sh them with this 
protection. 

Agents should take a leaf from life 
insurance and ask business men they so- 
licit business from for the privilege of 
inspecting their policies. 

It has been shown that many mutual 





GEORGE W. CARTER 


policies on factories and very large risks 


‘have been written as far back as fifteen 


or twenty years ago at a certain rate, 
that the risk has been renewed each 
year at the same rate by the certificate 
process and the insured has not known 
that the rating organization of the stock 
insurance companies have made reduc- 
tions on basic rates which would directly 
effect those insured in the mutuals. 

One agent at the group session told 
of a case where four such reductions in 
basic rates had been made and the in- 


sured, who was carrying mutual insur- 
ance, did not know a thing about it. 


Mutual Service to Assureds Lacking 


It was easy, therefore, to write this 
insurance in the stock companies when 
the insured was given this information. 

It was also brought out that many mu- 
tuals are mutual in name only as they 
discriminate among their own policy 
holders. 

It was declared that mutual insurance 
is the most competitive business in the 
world. Cases involving compensation in- 
surance were given as an example and 
dividends promised were analyzed to 
prove the point. 

Another angle to the discussion had to 
do with the conflagration possibilities in 
the vicinity of New England towns hav- 
ing textile and other plants which have 
been such faithful clients of the New 
England mutuals. It was demonstrated 
that in case of such a conflagration these 
mutuals would suffer a lot. 

The Salem, Mass., fire was reviewed 
and the havoc it created in the case of 
at least one of the large mutuals which 
reduced dividends for a long time. 


Stock Market Fall Hits Mutual 
Dividends 


Attention was also called to the de- 
preciation in securities as a result of the 
Wall Street debacle of last fall and how 
it has cut into surplus of some of the 
large mutuals just as it has with stock 
companies, but with the difference that 
the stock companies’ insurance cost has 
not increased while the mutual dividends 
are having hard sledding in weathering 
this financial snowstorm. 

One of the speakers in telling of the 
reduction of dividends by one mutual 
company because of losses in the Salem, 
Mass., fire called attention to a letter 
which a plant owner had written to the 
president of one of the large stock in- 
surance companies which company had 
been carrying a use and occupancy line 
on his plant. The stock company paid 
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the loss immediately and the insured 
wrote in to express his appreciation. 

Another important point was made as 
to the responsibility of plant managers 
or boards in authorizing the payment of 
large initial deposits to mutuals when all 
they get in return is a policy—a promise. 
There are no guarantees about dividends. 
No assurance that everything promised 
will be met. 

Hope Substituted for Assurance 

These managers or directors are plac- 
ing all this money in another institution 
to bank for them and in doing so are 
without voice in the future. They are 
substituting hope for attainment. 

Another speaker made this important 
point: 

“Whatever success you and your con- 
cern have had has been due to your 
belief in one of the most important prin- 
ciples of American business and economic 
life, which is that the most satisfactory 


way of doing business is by the cor- 
porate form, in brief, capital invested for 
profits. How can you deny that right to 
others when it is by exercising that right 
that you have gotten along so well? How 
can you remove from the business struc- 
ture the principle which has been your 
guide? 

“Therefore, do you not recognize that 
in protecting stock company insurance 
you are in reality protecting yourselves? 
The moment you leave this avenue of 
protection you are opening the back door 
of your organization to systems of busi- 
ness operation which may undermine 
your own organization.” 

Most of the agents who discussed this 
subject said that no headway could be 
made without good ground work, which 
meant studying the risk, its background 
and its history as well as all other con- 
ditions, economic as well as insurance, 
effecting it. 





Medium-Sized Agencies Say Solicitors 
Are Not Profitable In The Long Run 


Agents in Group Session for Producers With Premiums from 
$100,000 to $300,000 Find Successful Solicitors Event- 
ually Leave Agencies and Become Competitors Unless 
Taken Into Partnership; Giberson Finds Best System Is 
to Get Business Direct; Some Call Solicitors Valuable 


Only in Large Cities 


Dallas, Oct. 8—That perennial prob- 
lem of whether the medium-sized local 
agency can obtain profitable premiums 
through brokers or solicitors, principally 
the latter, was the principal point of 
contention at the conference for agents 
writing from $100,000 to $300,000 of pre- 
miums annually held Wednesday after- 
noon. 

The session was supposed to take up 
most of the business building problems 
of the medium-sized agencies but the 
question of solicitors over-shadowed all 
others. The agents, under chairmanship 
of Fred J. Lewis, Milwaukee, however 
devoted a few moments to non-policy 
writing agents, to collections, to adjust- 
ments and other topics. 

The sentiment of the group was almost 
unanimous in the belief that solicitors 
for the medium-sized agencies are not 
worth the trouble required to start and 
Maintain them in busineSs, and one of 
the cogent suggestions made was that by 
training solicitors the agents themselves 
are chiefly responsible for the large num- 
ber of insurance agents, it being assert- 
ed that solicitors usually will operate as 
independent agents or brokers as soon as 
they have established a sizable clientele. 

J. A. Giberson’s Plan 


J. A. Giberson, Alton, Ill., long active 
in National Association affairs, was the 
leader in the opposition to solicitors or 
brokers, asserting that he is interested 
only in building business for himself and 
not for a bunch of solicitors. 

Last year 87% of his business was 
Written direct and about half of the re- 
mainder was legitimate brokerage busi- 
ness from non-resident agents or brok- 
€rs, and the other half from local so- 
licitors or brokers. 

Mr. Giberson declared that by follow- 


ing his rule the local agents would be 
giving the other agent of the community 
a chance. 

On the other hand A. V. Livingston, 
Englewood, N. J., declared that his of- 
fice now employs three solicitors and 
that their business is profitable. He 
stressed the point that the business they 
produce is the property of the agency. 
They are paid one-half of the local 
agent’s commission, and the local agent 
stands their business expenses. 

George J. Lieber, Detroit, made the 
point that when solicitors in Detroit of- 
fices take the time of the local agent 
in closing some line, immediately the 


Ernest Palmer and Gov. Dan Moody 
Feature the Get-Together Banquet 


Manager of Chicago Board of Fire Underwriters, Fine Story 
Teller and Wit, at His Best as Toastmaster; Clyde 
B. Smith and Percy Goodwin Presented With 
Ten-Gallon Cowboy Hats 


Dallas, Tex., Oct. 7—Toastmaster Ern- 
est Palmer, who is manager and general 
counsel of the Chicago Board of Fire 
Underwriters, was at his best tonight in 
presiding at the annual get-together din- 
ner of the National Association of In- 
surance Agents. His good stories and 
witty sayings followed each other in 
quick succession, his best quip being 
when he erroneously introduced as com- 
ing from Corpus Christi a speaker from 
Corsicana. 

“I beg your pardon,” said Palmer, “the 
women are not wearing them any more, 
anyway.” 

The speakers included some of Texas’ 
most prominent officials. The youthful- 
looking, sandy-haired Governor, Dan 


’ 


Moody, led off the speaking, telling 
something of the histories and glories 
of Texas. W. A. Tarver, chairman of 
the Texas Insurance Commission, a giant 
in stature, followed with more about the 
greatness of Texas. Then came greet- 
ings from the Texas Association of In- 
surance Agents by E. M. Polk, president, 
and the Dallas Insurance Exchange by 
Robert W. Thompson, president of the 
organization. 

Percy Goodwin and Walter H. Bennett 
were among other talkers. A feature 
of the evening was the presentation of 
ten-gallon cowboy hats to President 
Clyde B. Smith and to Percy Goodwin. 
Both wore them at the dinner for a 
time. An entertainment followed the 
speaking. 








commission is split three ways, one-third 
to the solicitor, one-third to the agency 
and the other third to the partner in 
the firm: who has assisted. 

Takes 18 Months for Solicitors to 

Become Profitable 

President Weadock of the Michigan 
association declared that in Saginaw it 
was found that a solicitor on a salary 
does not become a profit to the agency 
for eighteen months. 

Also, the Saginaw agents have includ- 
ed in their contracts with solicitors the 
provision that they shall not engage in 
the insurance business in the community 
for five years after leaving the employ 
of an agent, and the local agents do not 
customarily employ solicitors away from 
other agents. 

Mr. Giberson urged the agents to be 
more vigorous in their collections, 
pointing out that his clients pay on the 





From Norwich and Chicago 











JAMES L. CASE 


ERNEST PALMER 


forty-five day basis and that he does not 
borrow money from a bank to pay bal- 
ances to a company. 

Ed Polk, New Orleans, explained the 
New Orleans board rules cn solicitors 
and brokers. Ed Cole declared that there 
are only two classes of producers, pol- 
icy-writing agents and brokers, and that 
solicitors fall in the latter class. 

James L. Case, Norwich, Conn., took 
the same attitude. 

One of the men present made the point 
that solicitérs seem to be profitable in 
towns of 500,000 population or more, and 
that it is better to start a man in the 
insurance business by the solicitor route 
than to have him given a bunch of pol- 
icy contracts and a full-fledged agency 
contract by a company. 

Mr. Lieber made the point and many 
agreed, that when a solicitor achieves 
success it usually is necessary to take 
him into the firm in order to keep him 
and his business in the agency. 





Management 
Problems Feature 
Group Session 


Dallas, Tex., Oct. 8—At one of the 
group sessions this afternoon there was 
discussed how men are taken into part- 
nership by insurance agencies and how 
interest of solicitors, cashiers and others 
are maintained in local agencies. It de- 
veloped that some of the agencies have 
bonus schemes. 

There was a variety of methods dis- 
closed in the buying of agencies. Some- 
times profits are figured on a three year 
period and that is used as a basis for 
merger. In other cases there are con- 
tingent commissions paid of varying per- 
centages on business controlled. 

How to sever relations with a partner 
or member of the corporation and at the 
same time do it amicably came in for 
discussion. ; 

Reporters present were asked not to 
identify those in the discussion. 
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WE HAVE LOST AN AGENT 











ERHAPS you will think it odd for us to advertise the loss of an agent, 
when most insurance companies announce new appointments. 
But this was a case of Pigeonholes! 


We might have written as a caption for this advertisement: “38 PIGEON- 


HOLES IN A ROLL TOP DESK.” But it is not a seaman’s ditty. It 
is an insurance man’s lament. 


The desk belonged to the insurance agent. He had no idea what was in 

31 of the pigeonholes. Not the slightest. 

The desk had not been housecleaned since the Spanish-American War. 

Perhaps you would be interested in knowing what was in some of the 3! 
pigeonholes — There was an editorial on the assassination of President 
McKinley; a clipping on the opening of the Chicago Drainage Canal, Janu- 
ary 2, 1900. 
And— 

. . -hundreds of decisions he did not have the courage to make. It was 

easier to reach for a Pigeonhole. Tomorrow, he’d— . 

But Tomorrow never comes! 
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OW do we know all this? We sat down beside that old roll-top 
desk and had a frank talk with its owner about our progressive and 
aggressive policies; something about our new-business plans, some- 

thing about our ideals—Our vision wasn’t his. He was content. He was 
looking into the yesterdays. He was living in the past. What did we 
mean by “new-business plans”? And then, we agreed that perhaps ours 
was not the type of company he would be most happy representing, and— 
And so we lost an agent! — 


> ee oe ee | ee re ), ee ee ey 


h 

But then, we always were afraid of Pigeonholes. Frankly, we should like é 
to replace the agent we have lost. The opening is very attractive. Have p 
n 

a 








you any suggestions? 
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I. U. B. Gets Rousing Defense At 
ands Of R. B. Jones 


Its Operation Shown to Work to the Advantage of Local 
Agents and Assureds and in Keeping With Tendencies of 
the Times; Attack Expected Fails to Materialize; Percy H. 
Goodwin Sees Amicable Settlement of Differences Ahead 


Dallas, Oct. 9—The Interstate Under- 
writers Board discussion had its innings 
in the convention this morning and the 
situation took an interesting turn. In- 
stead of cutting loose in a denunciation 
of the Interstate Underwriters Board 
with agents jumping up on the floor in 
all parts of the hall to tell of grievances 
against the I. U. B., the I. U. B. was de- 
fended for twenty minutes by R. Bryson 
Jones of R. B. Jones & Sons, Kansas 
City. 

Percy H. Goodwin, who is to be the 
new president of the Association, made 
the statement that the National Associa- 
tion 
Board are to have conferences at which 
suggested changes in the Interstate Un- 
derwriters Board coverage will be dis- 
cussed with a view of some sort of com- 
promise arrangement by which the best 
features of the I. U. B. will be retained 
and ideas of the agents, which will make 
I. U. B. operation satisfactory to them, 
will be considered by the companies for 
adoption. 

I. U. B. Manager Offers Co-operation 

That some alternative suggeStions will 
have the consideration of the companies 
of the Interstate Underwriters Board was 
promised by John R. Dumont, I. U. B. 
manager, who was called to the platform 
at the end of the discussion and who 
said : 

“We are perfectly willing and ready to 
give consideration whenever you can fig- 
ure anything better than we have. Fur- 
thermore, I hope it will work out to the 
benefit of everyone of you.” 

During the discussion the question was 
asked by the chairman how many in the 
room had doné business with the I. U. B., 
and of the 200 or more present sixteen 
put up their hands. It was also asked 
whether any agent from New York City 
was present. There was none. Albert 
Dodge of the New York State Associa- 
tion of Insurance Agents said there were 
no New York City men in the New York 
State Association. 

The I. U. B. discussion was ‘opened by 
_ Percy H. Goodwin who briefly reviewed 
the situation. He stated that there had 
been considerable misapprehension about 
whether the I. U. B. had figured in cer- 
tain lines or rates. Many complaints 
against the I. U. B. had been received 
of figuring rates, and often upon investi- 
gation it was found that the reports were 
erroneous. ' ; 

' Bishop Stoddard Cafeterias 

He discussed at some length the 
Bishop Stoddard Cafeteria line. which had 
Stirred up agents in two Western’ states 
and had been given some publicity in the 
American Agency Bulletin. He said-that 

4 minor official of the I..U. B. had re- 
Ported to the executives of the-{. U. B: 


a rate. 


and the Interstate Underwriters ° 


that it had never rated the line when 
the fact was that the I. U. B. had made 
Said Mr. Goodwin: 

“The I. U. B. did rate the Bishop Stod- 
dard Cafeterias last December. It’s an 
unfortunate circumstance that a minor 
official in the I. U. B. reported to the 
I. U. B. that they had never rated the 
line. I know, and I want the agency 
force of the country to know, that we 
sincerely believe and know that the ex- 
ecutives of the I. U. B. had no possible 
intention of misleading any of those con- 
nected with your organization. 

“As to the 50% rate reduction on the 
line, the I. U. B. absolutely states that 
that type of rate reduction has never 
been granted to the agents there. I have 
secured the location of every one of the 
Bishop Cafeteria lines and have definite 
location, tariff rate, etc., and your execu- 
tive committee will figure the rate and 
know whether it is written at any pref- 
erential or not. 

“In my opinion the I. U. B. is suffering 
for their own faults of secrecy. It is very 
unfortunate that in matters of this kind 
there is not some method of conference 
between companies, executives, bureaus, 
and the agency force and producers to 
discuss these problems. 

Many Wrong Accusations Made 

“The L. U. B. is being accused of many 
things of which they know nothing. The 
I. U. B. in the average case writes under 
a deposit premium and the final premium 
is not determined until the expiration of 
the ‘policy. None of these policies have 
expired yet and very probably at the 
expiration date or shortly thereafter the 
agent will receive his over writing. 

“The I. U. B. came into being July 10, 
1929. No business was reported, however, 
until September 1.” 


Mr. Goodwin said that agents must fit | 


in with changes of the times as respect- 
ing business with fluctuating values and 
that such changes were necessary could 
be shown in the case of one chain with 
thousands of stores. 

“The owners of that chain certainly do 
not want thousands of policies,” he said. 
“We would be petty if we insisted upon 
setting up our own picture and demand- 
ing that that be the only one painted. 

“At our July meeting one, of. our mem- 
bers, Mr. Manchester, of Cleveland, sub- 
mitted to us in detail a method -of op- 
eration which would cover every_angle of 
this situation and which would be need- 
ed for the I. U. B. operations. It would 
take: care of the agency picture. The 


I. U. B. officials have assured your ex- 
ecutive committee of every possible de- 
sire to co-operate.” 

R. B. Jones’ Defense 

R. Bryson Jones, of Kansas City, then 
followed with a rousing defense of the 
I. U. B. He said that if the companies 
did not meet the situation in regard to 
fluctuating values that the business 
would go to reciprocals or mutuals and 
if they did not agree to provide the cov- 
erage with economy and efficiency and 
lack of waste the business would go to 
the Lloyd’s. 

“Why should not we anticipate the 
tendency of the times?” he asked. “I be- 
lieve that the companies through the 
I. U. B. are meeting the tendency of the 
times.” 

Mr. Jones read some correspondence 
he has had relative to the Interstate 
Underwriters Board. Among _ other 
things he read were the following state- 
ments: 

“We are now getting some of the 
business that emanates out of Kansas 
City and which under the usual run 
would either have to be placed with non- 
affiliated companies, non-admitted com- 
panies, or be lost entirely to Eastern 
brokers.” i 

Referring to a bulletin of the National 
Association under date of April 16, as 
to whether the fire insurance agents’ as- 
sociation of the City of New York was 
being hurt by the I. U. B. he said: 

“Tf it is, I would like to ask who is 

~ placing that business which they are los- 
ing with the I. U. B. I know of at least 
one case with a deposit premium of 
$9,000 that we have taken from New 
York brokers or insurance agents, if such 
they are, and perhaps this and other 
cases are making them squeal. 

Calls I. U. B. a Good Friend 

“It seems to me that the best evidence 
that the I. U. B. isa good friend of the 
local agents is the holler that is being 
put up by the so-called fire insurance 
agents’ association of New York City. It 
seems to our office that the rates promul- 
gated by the I. U. B. can be justified for 
the following reasons: 

“First, the expense of handling the 
line is materially reduced due to the fact 
that one policy is issued in lieu of a 
large number of policies. 

“Second, the type of assured who owns 
five locations or more in two states is 

* very much better than the ordinary gro- 
eery or clothing store, the moral hazard 
being practically eliminated:- 


“Third, the size of the premiums re 
duces the cost of overhead. 

“Through the assistance of this bu- 
reau we recently received a line which 
we had previously lost to Chicago brok- 
ers with an annual premium of $18,000 
and the I. U. B. rate was higher than 
the renewal rate offered by the broker. 

“We have also just secured two large 
lines naturally belonging to Kansas City, 
which previously we were not able to 
interest and we feel that with this sys- 
tem the agent can hold chain store busi- 
ness which properly belongs to his terri- 
tory. 

“We feel that the New York agents 
and brokers are complaining against the 
system with poor grace, as they have 
been pirates in our territory for twenty 
years and are still carrying many lines 
in this field which should naturally come 
to the legitimate companies through the 
local agents. 

“I have in mind one chain of groeery 
stores in Kansas City which for years 
have been carried by Chicago brokers, 
written on a three year term at rates 
below manual.” 





Six Women 
Make Talks at 


Presidents’ Dinner 

Dallas, Oct. 9—Six speeches by women 
were made at the dinner last night of 
the past presidents of the Association, 
the dinner at this point being taken over 
as toastmaster by Mrs. Percy H. Good- 
win, San Diego. The women who talked 
were Mesdames Clyde B. Smith, C. E. 
Case, R. P. De Van, Eugene Harrington, 
Robert W. Thompson and G. Mabry 
Seay. Mr. Thompson is chairman of the 
executive committee and Mr. Seay is 
chairman of the finance committee of 
the convention. : 

Percy Goodwin at the dinner presented 
to Clyde B. Smith a beautiful desk 
set saying he did it in appreciation of 
what Smith has done for the Association 
during the year and of his co-operation 
with him as chairman of the executive 
committee. 





Three Geldert 
Brothers Present 
At Dallas 

Dallas, Oct. 9—The three brothers Gel- 
dert, well-known in the insurance world, 
are attending this convention. Howard 
Geldert, president of the Georgia Asso- 
ciation of Insurance Agents, is vice-presi- 
dent of C. A. Rauschenberg, Inc., Atlan- 
ta. Brenton H. Geldert is an agent in 
Sweetwater, Tex., and Louis N. Geldert, 
publisher. of the “Cotton Oil Press,” is 
the former publisher of the old “Insur- 
ance Herald.” 
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Percy H. Goodwin Is 


Elected President; 


W. B. Calhoun Executive Committee Head 


New Leader of the Association Has Been An Outstanding Admin- 
stration Officer for Years; a Big Figure on the Pacific 
Coast; Director of Insurance and Other Companies; Cal- 
houn, Milwaukee, for Three Years Chairman of Finance 


Committee; His Selection 


Dallas, Oct. 10—Percy H. Goodwin, 
San Diego, Calif., was elected president 
and William B. Calhoun, Milwaukee, was 
chosen as chairman of the executive com- 
mittee at the closing session today. There 
are no vice-presidents now as these of- 
fices have been done away with in the 
new constitution. 

Born in Colorado, Mr. Goodwin moved 
to California when a boy. 

He has built up one of the largest in- 
surance agencies in the West. He start- 
ed in the insurance business in 1904 with 
the firm of Gordon & Goodwin, the latter 
his father. The agency has been in ex- 
istence for more than half a century, 
having been founded by the late Mr. 
Goodwin in 1869. 

Upon the death of his father in 1922 
Mr. Goodwin became the sole owner of 
He became affiliated with 
the California Association of Insurance 
Agents in 1918, and has served on its 
executive committee continuously since 
that time. 


the agency. 


Mr. Goodwin served for six terms as 
a member of the executive committee of 
the National Association, and was elect- 
ed chairman at the annual meeting in 
Detroit last year. 


Popular 


Since his election he has devoted prac- 
tically his entire time to the work of the 
National Association. During the year 
he has traveled a total of forty-seven 
thousand miles. His activities have 
reached from Coast to Coast. 


On his occasional visits to his own 
office he continued the National Associa- 
tion work, and has served as arbitrator 
in any number of individual cases. 


Mr. Goodwin has served as a member 
of the board of directors of the Califor- 
nia Chamber of Commerce, as director of 
the Panama Pacific Exposition, and as a 
member of the committee that spent sev- 
eral months in Washington, D. C., in 
1913 in behalf of the exposition. 


He is at present a director of the First 
National Trust & Savings Bank of San 
Diego; the Bank of Southern California, 
La Mesa; San Diego First National 
Bank; Pacific American Fire Insurance 
Co., Los Angeles; Great American In- 
demnity Co., New York; San Diego Ice 
& Cold Storage Co.; California Ice & 
Cold Storage Co., and many other com- 
panies. 

William B. Calhoun, who is now the 
newly elected chairman of the executive 
committee of the National Association of 


Insurance Agents, has never been any- 
thing but a fire insurance man and his 
experience in the business began when 
he joined the Loyal Durand Agency, Mil- 
waukee, as an office boy. By 1903 he was 
chief inside man of the agency and from 
there went to the Home of New York 
as Wisconsin special agent, with which 
company he served five years. For the 
next succeeding four years he was state 
agent of the Fire Association. In 1912 
he went back to the local agency field 
in Milwaukee, teaming up with his 
brother, Allen R., the name of the firm 
being The Calhoun Insurance Agency. 
In 1915 Mr. Calhoun was made special 
agent in Wisconsin for the Insurance Co. 
of North America fleet, but in 1920 de- 
cided to devote all of his time to The 
Calhoun Agency. He handles the insur- 
ance end and his brother the real estate 


and investment division. Companies rep- 
resented in the agency include the Home 
Insurance Co., Insurance Co. of North 
America and the Fire Association. 

For the past three years Calhoun has 
been chairman of the finance committee 
of the National Association, and for four 
years before that was chairman of the 
fire prevention committee. He is a past 
president of the Milwaukee Board, a po- 
sition he held for three years, and of the 
Wisconsin Association of Insurance 
Agents. He is a member of the Milwau- 
kee Service Club and also of the Inter- 
national Co-Operative Club. 

At one time before the convention met 
here it looked as if Charles L. Gandy 
of Birmingham would be elected chair- 
man of the executive committee, but 
after the convention opened a strong 
sentiment for Calhoun developed. 





Revised Constitution 


Is Adopted; 


Three Principle Changes Involved 


Under the New Constitution There Will Be a Coalition Group 
of Large Premium Producers, a National Council Instead 
of Regional Vice-Presidents and Local Boards Will Have 


a Voice in the Roll-Call 


Dallas, Oct. 10—The National Associa- 
tion of Insurance Agents today adopted 
a revised constitution. In brief the prin- 
cipal changes are these: 

1. It provides for a coalition group 


made up of large premium producers; 
2. It provides for a National Council 


instead of regional vice-presidents; 

3. It provides for local boards having 
a voice in a roll-call vote. 

Provision for the coalition group reads 
as follows: 

“The purpose of this group shall be 
more cohesively to consolidate, reinforce 
and make more effective the principles 
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enunciated by this Association and op- 
pose whatever may be inimicable to the 
best interests of the public and Asso- 
ciation members. It may adopt such 
rules and regulations creating and gov- 
erning its membership and its operation 
as it may from time to time determine 
subject to the approval of the executive 
committee of this Association.” 

The purpose of the National Council 


is to promote accord and confidence be- 
tween the Association and insurance 
companies; to assist the executive com- 
mittee in handling any matters affecting 
the Association or the business of in- 
surance; to make recommendations to 
the Association or executive committee 
and to give attention to all matters per- 
taining to any type of insurance in which 
the Association may be interested. 





Convention 


Dallas, Oct. 10—The report of the Na- 
tional Association committee on resolu- 
tions follows: 

Unemployment Insurance 

The National Association of Insurance 
Agents believes that unemployment in- 
surance is economically unsound. It 
would adversely affect the entire fabric 
of the business world. To be effective 
it must be mandatory. To be mandatory 
leads rapidly to governmental paternal- 
ism. Any dole system is both demoraliz- 
ing and destructive. We agree with an 
eminent industrial leader that it: “Stifles 
ambition, destroys initiative and blights 
hope.” 

Overhead Writing 


For many years it has been conceded 
that an intelligent, conscientious local 
agent is the only representative an in- 
surance company has in a given com- 
munity. 

Year in and year out the state legis- 
lative committee rooms resound to the 
voice of the agent whose influence saved 
the companies from subjugation to un- 
justifiable and confiscatory taxation. 

Day by day the voice of the agent 
is heard in the business world setting 
forth the principles of sound insurance 
as exemplified by the great insurance 
companies. 

Whenever the business is attacked by 
the state or public it is the agent who 
throws himself with all his force into 
the breach and protects the interests 
of the companies. 

As a man of force in his own com- 
munity he is the business. Without him 
insurance could not hope to enjoy im- 
munity from paternalistic governmental 
control, because by its very nature the 
institution of insurance, second only to 
public utilities, is most subject to politi- 
cal exploitation. 

It is because of the repeated and con- 
Stant demands made upon the agent to 
Carry on innumerable avenues of activ- 
ity beyond the placing and servicing of 
insurance, and beyond the terms of his 
contract, that there has arisen in the 
insurance business in this country the 
Principle long since developed of non- 
Overhead writing. 

A co-operating company recognizes 
this territorial work on the part of its 
agent and avows his protection in the 
Writing of lines of insurance over his 
head. For many years this principle has 
been recognized and followed by most 
Companies in their individual operations. 

There has, however, arisen the prac- 
tice of diverting lines of insurance orig- 
inating outside of the territory or office 
of its territory. Thus an attempt is 
made to evade this non-overhead writing 
Principle. 

We declare this to be an unethical prac- 


Resolutions 


tice, inimicable to the interests of insur- 
ance companies and their local represen- 
tatives. 

We call upon all co-operating com- 
panies forthwith to recognize the neces- 
sity of protecting local agents under this 
non-overhead writing principle either by 
placing such lines in companies repre- 
sented by agents in the territory or by 
paying an overriding commission. 


Want One Company Organization 


The National Association of Insurance 
Agents maintains that the future well- 
being of the insurance business depends 
upon a union of the fire insurance com- 
panies, country-wide, comparable to the 
union of agents represented in our as- 
sociation. 

We believe that the time has come 
when the over-lapping of authority in 
company organizations should be discon- 
tinued. We believe that the integrity of 
the present organizations should be pre- 
served and their autonomy recognized 
as to territorial underwriting functions. 

That for purposes of negotiating with 
the organization of agents, one nation- 
wide organization, with company mem- 
bership identical, no member of a fleet 
to be admitted unless all members are 
included, reinsurance facilities to be with- 
held from non-members, would furnish 
the means of successful contact with our 
own organization which serves the insur- 
ance business in its national aspect. 

The incoming administration is urged 
to use its best efforts towards inducing 
co-operating companies to enter into 
such a national organization and bring 
about such reforms. 


Underwriters Agencies 


This Association has heretofore taken 
a definite position in numerous conven- 
tions in opposition to the appointment 
and maintenance of underwriters’ agen- 
cies. Our attention has been called to 
the fact that ‘certain companies are con- 
tinuing the practice of utilizing these 
agencies. We recommended that the 
matter of seeking the elimination of these 
remaining underwriters agency appoint- 
ments be committed to the National 
Council for immediate attention in their 
respective territories. 


Want Agent on U. S. Chamber 
Board 

The National Association as an or- 
ganization member of the Chamber of 
Commerce of the United States, has been 
for the past several years co-operating 
in the work of that organization and par- 
ticularly with its insurance department. 
It is provided that the Board of Direc- 
tors of the Chamber shall have thereon 
two members representing the insurance 
department of the Chamber. Hereto- 


fore these directorships have been filled 
by company representatives. We believe 
that the organized. producers of insur- 
ance in this, country. should be repre- 
sented on this board and suggest to the 
incoming administration that it give at- 
tention to the nomination for director of 
the Chamber of a member of the Na- 
tional Association. 





Pounding Pavements 
Lessens Shrinkage 
Of Premium Income 
Dallas, Oct. 9—The subject of shrink- 


‘ing commissions, and has rate reduction 


reached the saturation point, was dis- 
cussed in the forum end of the conven- 
tion today by Leo Weadock, former 
president of the Michigan Association of 
Insurance Agents. The principal point 
he made is that whether an agent does 
well or not depends upon himself. He 
said: 

“I am father of eight children and I 
have found that the more I loaf the more 
commissions shrink. The more I think 
of those eight children the harder I work 
and the less the commission shrinkage. 
It is much better to wear out shoe leath- 
er on the street pavements than it is on 
the golf course.” 





Ludolph on 
Non-Policy 
Writing Agents 

Dallas, Oct. 10—An effective means of 
weeding out the non-policy writing agent 
was outlined by F. F. Ludolph, San An- 
tonio, in a general discussion of the 
problem. He explained that the San 
Antonio plan is centered around the San 
Antonio Local Board’s rule that mem- 
bers of that organization must be re- 
cording agents and also in the rule that 
a company represented by a member of 
the Exchange cannot also have a rep- 
resentative outside of the Exchange. 

He explained that there are some so- 
licitors in the community but that they 
are full time insurance men. Ludolph 
said that there are no non-policy writ- 
ing agents in the city but that there are 
some agents who do not write enough 
policies. 
- “They are being weeded out, however, 
by our rule as to company representa- 
tion in and out of the Board,” he said. 








Los Angeles in 1931 
Dallas, Oct. 9—The 1931 conven- 
tion of the National Association of 
Insurance Agents will be held in Los 
Angeles, California. 











Percy H. Goodwin 
Awarded the 
Woodworth Memorial 


Dallas, Oct. 10—The rules were sus- 
pended today and the Woodworth Tro- 
phy was given to Percy H. Goodwin. 
This trophy is presented to the mem- 
ber who has rendered the most signal 
service for the American agency system 
during the year. Ordinarily the officers 
and members of the executive commit- 
tee are not eligible for this award. 





Companies Well 
Represented at 
The Convention 


Dallas, Oct. 10—Among the companies 
having headquarters at the convention 
are the Insurance Co. of North America, 
Home of New York, North British & 
Mercantile, Fidelity & Deposit, Globe In- 
demnity, Continental Fire, Continental 
Casualty, Glens Falls, Massachusetts 
Bonding, Standard Accident, Travelers, 
American of Newark, Springfield Fire & 
Marine, Germanic Fire, Corroon & 
Reynolds and Royal Indemnity. 





Albert Dodge 
Makes Talk on 
Branch Offices 


Dallas, Oct. 10—Albert Dodge of Buf- 
falo made a stirring talk today on the 
branch office system. Agents are de- 
pending too much he said on so-called 
service or branch office managers. He 
is. against branch offices. 





Giberson On 
Non-Policy 
Writing Agents 

Dallas, Oct. 10—J. A. Giberson, Alton, 
Ill, made his first appearance on the 
platform of the main convention today 


when he made an argument against non- 
policy writing agents. 
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Advice On Local Agency Publieity 


Given By Three Experts In That Field 


W. Warren Ellis, National Board; F. L. Greeno, Rochester 
Agent, and C. E. Rickerd, Former Head of Ad Conference, 
Tell Delegates They Should Advertise Their Business; 
Rochester Local Board Successful in Getting Fine News- 


paper Stories 


Dallas, Oct. 9—Advertising by local 
agents, including how to get publicity in 
daily papers, was given a session of about 
half an hour today in the convention, the 
being Follett L. 
Rochester, N. Y.; Warren 
Board of Fire 
and C. E. Rickerd, past president of the 
Insurance Advertising Conference. 


speakers Greeno of 
Ellis of the 


National Underwriters, 


Ellis made the statement that the co- 
operative advertising of fire insurance is 
now appearing in more daily newspapers 
The 


next nearest is a cigarette manuiacturer 


than any other advertiser is using. 


who appears in 116 fewer papers than 
The Na- 


tional Board, in fact, is using every daily 


the National Board is using. 


paper in the country. 

Ellis advised every agent in the coun- 
manual of the 
tional Board containing excerpts of the 


try to get the new Na- 


best statements which have been made 
about stock fire insurance in the past few 
years so that the manual can be put inio 
their library and brought into use if 
agen‘s have the opportunity to appear 
before Kiwanis, Rotary and other lunch- 


eon clubs. 
Agents Should Advertise Individually 
Ellis suggested that in view of the re- 
uvakened interest in stock company pub- 
lic fire insurance relations and the wide- 
spread advertising of the National Board 
of the importance of carrying stock fire 
insurance that agents everywhere should 
advertise individually and always bring 
before the public the thought that the 


advertiser is a seller of stock company 
insurance. 

Greeno told how the Rochester Board 
gets into the daily newspapers many sto- 
ries which originate with the Board and 
are interesting to the general public. The 
board of directors of the Association 
meets every two weeks and there are 
some ingenious public relations minds 
among the members. For instance, the 
3oard has a fire prevention and accident 
committee which recently 
drew up a number of suggestions for 


prevention 


keeping down accidents which were sent 
to the Commissioner of Public Safety 
and which deemed 
enough suggestions by a local paper to 
warrant an eight-column headline and a 
full column story. 


were important 


One suggestion was 
for more highways, another for addition- 
a! patrolmen in the congested district, 
an‘l a third an argument for the elimi- 
nation of ambulance chasers. 

The Board also offered a prize for the 
best essay on fire prevention by. school 
children. 

At the annual industrial exposition in 
Rochester the distributed 3,000 
Mr. Rickerd made 
the suggestion that the National Asso- 
ciation of Insurance Agents take advan- 
tage of the expert counsel on advertis- 
ing which is available through the In- 
surance Advertising Conference and like- 
wise suggested the advisability of getting 
in touch with good advertising 
agency which has the equipment to help 
the National Association in preparing ad- 
vertisements for agents. 


Board 
pieces of literature. 


some 





Insurance Women’s Club Of Dallas 


One Of The Pioneers In This Field 


Dallas Organization, Which Now Has 40 Members, Was Started 
in 1922; Since Then Similar Clubs Have Been Formed in 
Galveston, Oklahoma City and Little Rock, Ark.; Hattie 
Weaver of Southwestern Adjustment Co. President 


Dallas, Oct. 8—The Wom- 
en’s Club of Dallas is prominent in wel- 


insurance 


coming wives of insurance men at the 
convention of the National Association. 
Hattie Weaver is president and Marie 
30th are with the 
Southwestern Adjustment Co. There are 


Taylor is secretary. 


forty members, including women agents, 
secretaries of offices and others. The 
objects of the club are thus described by 
Secretary Taylor: 

“Prior to 1922, so far as information 
is available, there was not an organiza- 
tion of any nature in existence among 
insurance women such as is enjoyed by 
insurance men. This need was felt. very 
keenly by some of the Dallas insurance 
women and in the fall of 1922 a number 
of them met and formated plans for a 
permanent club for insurance women in 
the city of Dallas, and in October of that 
year a little band began holding weekly 


A governing committee was 
chosen to direct the destiny of the club. 
Interest attendance 
creased and in October, 1925, the lunch- 
eon club became a regularly organized 
club with twenty-four charter members. 
By-laws were drawn and adopted and 
the name, Insurance Women’s Club of 
Dallas, was given the club, which was 
destined to become the largest of its kind 
in existence. 


luncheons. 


and steadily in- 


Women’s Clubs in Other Cities 


“Since the organization of the Dallas 
Club, some three or four other similar 
clubs have been formed; one at Galves- 
ton, Tex., organized by a former mem- 
ber of the Dallas Club, one at Okl-homa 
City, and still another at -Little Rock 
Ark, and possibly another one or two. 

“At regular meetings of_the club, in- 
surance men are invited to address the 


members. Each speaker is chosen be- 
cause of his qualifications in some par- 
ticular branch of insurance. Civic lead- 
ers are invited to address the club on 
important subjects vital to every busi- 
ness woman. Many social features are 
enjoyed through the year by the mem- 
bers, such as week end camps, bridge 
luncheons, parties and special holiday 
programs. 

“Funds are provided by the club for 
flowers for sick members and their fami- 
lies and for friends of the club, and for 
funerals in case of a death in the club 
or in its large circle of friends. Each 
Christmas the club carries the holiday 


spirit to some needy family in a very 
substantial way. Other acts of charity 
are performed by the club in connec- 
tion with the city’s United Charities. 
From time to time the “Bosses” are in- 
vited to participate in some of the club's 
activities. Each member of the club is 
an employment agency within herself, 
working to aid the insurance men in 
Dallas and vicinity to secure first class 
secretaries, stenographers, clerks, etc., 
and to assist some worthy girl or woman 
to secure employment, and this one fea- 
ture alone has done much to secure rec- 
ognition and good will of the insurance 
‘bosses.’ ” 





F. W. Brodie Cites 
One Solution Of 


Collection Problem 

Dallas, Oct. 9—Frank W. Brodie, 
president of the Connecticut Associa- 
tion, and a local agent in Waterbury, 
Conn., told the convention how agents 
in that city had solved the premium col- 
lection problem. They use the same 
system that the New York Association 
does. The average premium in Water- 
bury is between $60 and $70. 


Elevator Man 


Pulls Funniest 
Line At Meeting 

Dallas, Oct. 9—The funniest line of 
the convention was that of an elevator 
man who, as Spencer Welton, vice-presi- 
dent of the Massachusetts Bonding, and 
two newspaper men were about to enter 
his car, said: “Gentlemen, will you take 
another car? This car is about to break 


down.” All three beat a quick retreat. 





Association Holds Huge Meeting 


(Continued from Page 3) 


lar position in the insurance business 
ever traveled. 
Goodwin Travels 48,000 Miles in Year 


The amount or number of ‘miles that 
he did in the past twelve months was 
48,000. 

There was James L. Case, Norwich, 
Conn., one of the four former presi- 
dents of the National Association on 
hand, who told interesting stories in the 
hotel lobbies about the visit of the Lord 
Mayor of Norwich, England, to the 
mayor of Norwich, Conn., some months 
ago... 

The mayor of Norwich, England, is an 
accountant by profession and does a lot 
of work for the Norwich Union Fire in 
Norwich, England. 

Mr. Case said he was one of the most 
entertaining Englishmen the people of 
Norwich, Conn., had ever met. 

There was William E. Quaid, vice- 
president of the Southern Fire, back 
from a grizzly bear hunt in the Cana- 
dian Northwest. Then there was W. 
Eugene Harrington of Atlanta, former 
president of the National Association of 
Insurance Agents, who was asked by 
many present to tell the low-down on 
that pool of five Atlanta men who want- 
ed Lloyd’s to bet against Bobby Jones 
winning four golf championships. The 
Atlanta men were willing to put up a 
big pool said Harrington, but Lloyd’s 
wouldn’t accept more than $50 as a loss 
for the $50 premium if the golf cham- 
pion won all four events. 

N. Y. Delegation on Special Car 

From New York state came a dele- 
gation aboard a special car headed by 
“Ted” Rogers of Little Falls, former 


member of the Assembly and former 
chairman of its insurance committee. Mr. 
Rogers ran in the primaries in Herki- 
mer County on the wet ticket and was 
defeated at the last primary election. 
Former Presidents J. W. Rose, Buf- 
falo, and Albert Dodge of the same 


town, were in the delegation as was the 
secretary, Charles F. Miller. 

As onlookers the General Agents As- 
sociation headed by Herbert Cobb Steb- 
bins of Denver and J. B. Leigh of Little 
Rock came to the convention and with 
Stebbins was Clarence Cobb of the Den- 
ver general agency. 

One feature of the convention was the 
number of new faces and the absence of 
quite a number of those who had pre- 
viously figured actively in the conven- 
tions of the National- Association. 

Telegrams were read from some of 
them. Harry I. Godshall of Atlantic 
City, one of the most enterprising agents 
in the country and a strong convention 
man, wired his regrets at not being pres- 
ent. It was the first convention he had 
missed in a decade. 

Frederick J. Cox, who does business at 
Perth Amboy, N. J., but resides in 
Plainfield, N. J., who when president of 
the National Association was met in Los 
Angeles by the Fire Department and 
given a sensational welcome during the 
convention held there which has not yet 
been equalled in spectacular entertain- 
ment, also telegraphed that he could not 
come. 

Thomas C. Moffatt, Newark, for many 
years a leader in National Association 
activities and conventions, was unable to 
be in Texas as were E. M. Allen, now 
executive vice-president of the National 
Surety, and former president of the Na- 
tional Association;. Cliff C. Jones of 
Kansas City, who was represented by 
one of his brothers, and Senator Frank 
L. Gardner of Poughkeepsie whose wife 
is not in good health; A. G. Chapman 
of Louisville, the man who engineered 
the initial fight on the Firemen’s of New- 
ark because of its action of appointing 
a bank agency there in opposition t 
rules. of the local board of the town, ° 
longer goes to National Association co™ 
ventions and has severed his activities 
with the Association. 
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The custom set two years ago of hav- 
ing the annual reports of the president, 
chairman of the executive committee and 
secretary-treasurer presented as one was 
again followed at this convention and 
President Clyde B. Smith delivered the 
report of the National Association ad- 
ministration at the opening business ses- 
sion Wednesday morning. It was a 
lengthy document and covered a wide 
variety of subjects and problems. 

President Smith placed particular em- 
phasis upon the results of the acquisition 
cost investigation of the special commit- 
tee of insurance commissioners, which 
showed that the established local agents 
of the country are not considered as re- 
ceiving commissions in excess of what is 
regarded as equitable. 

President Smith likewise told of the 
“winning of the West” by the National 
Association. By this he meant that with- 
in the last year the Idaho Association 
was formed as a unit of the national or- 
ganization, the Insurance Agents League 
of Washington has voted to join and the 
executive committee of the Oregon In- 
surance Agents’ Union has recommend- 
ed that it join the national body. Simi- 
lar movements have been started in Ari- 
zona, Montana and North Dakota. Much 
of this success in the Far West is due 
to the efforts of Percy H. Goodwin, chair- 
man of the executive committee, who 
lives in San Diego, Calif. and has a 
strong personal following on the Pacific 
Coast. 


Following is the complete text of the 
administration report: 


Scarcely had “the tumult and _ the 
shouting died, and the captains and the 
kings departed” from our annual con- 
vention at Detroit a year ago, when the 
National Association of Insurance Agents 
found itself called upon to prove that 
the American Agency System is not an 
economic waste and the agents an un- 
necessary appendage to the business of 
insurance. 

This challenge came from the National 
Convention of Insurance Commissioners 
of the United States in session at Toron- 
to, Canada, four days following the ad- 
Journment of our convention. It headed 
up in the appointment of a committee 
by the commissioners to investigate the 
commission costs of insurance—our live- 
lihood. 

This special committee immediately or- 
8anized and started to work. It carried 
on its investigations privately for eight 
months, gathering data from the insur- 
ance companies and then called a public 
hearing in Chicago in June last when an 
indictment was presented charging ex- 
cessive “acquisition costs.” 


The casualty and surety companies 

ed a plea generally of nolo contendere 
and argued for assistance from the com- 
Missioners to help restore acquisition 
cost rules which are badly demoralized. 

One branch of the organized fire in- 
surance companies, the E. U. A., content- 
ed itself by sending a letter and a brief 
Statement was read by the president of 
the W. U. A. 

Summons Not Ignored 


our National Association believed 
.1€re was too much at stake either to 
ignore the summons or to appear unpre- 
pared. Weeks of diligent study and con- 


Head of National Association Reviews Achievements of 
the Past Year; Places Particular Stress Upon Results of 
Acquisition Cost Investigation and Forming of New State 


Associations in the Far West 


sideration was given by your officers and 
other agency leaders to this vital matter. 

The almost insurmountable task was a 
reconciliation of obviously divergent 
views amongst the agents themselves on 
this question of commission costs. A 
meeting of leaders was called in Chicago 
in advance of the public hearings. For 
four days and nights your representa- 
tives labored almost unceasingly in an 
effort to reconcile conflicting differences 
and diverse opinions. Success crowned 
their efforts, and when the agents were 
called to answer the indictment they 
were prepared: for the issue. 

Your secretary-counsel discussed the 
law of contracts and particularly con- 
tracts made between agents and com- 
panies, challenging the right of interfer- 
ence from any motivating influence out- 
side of the contracting parties. He point- 
ed out that the term “acquisition costs” 
was an elusive phrase and properly in- 
cluded many expenses in the business in 
addition to commissions to agents. He 
advanced the theory that the insurance 
agents of this country are today making 
scarcely a living wage, and a reasonable 
investigation of any given agency opera- 
tion will reveal that fact; and that in- 
stead of the present investigation being 
directed toward a reduction in compen- 
sation, we should be inquiring as to a 
remedy to restore economic equity. He 
argued that there is a substantial waste 
in the fire insurance business which 
ought to be eliminated, and that it lies 
in a class of so-called producers known 
as non-policy writing agents. 

Casualty Commissions 

Your Past President, W. E. Harring- 
ton, of Atlanta, clearly and effectively 
pointed out the fallacy of laying down 
a hard and fast definition of a general 
agent in the casualty and surety field, 
because such a_ suggested procedure 
would do violence to a large body of 
our membership that might not technic- 


-spects, 


ally fall within the definition, but who 
do perform production, underwriting and 
managerial functions entitling them to 
top casualty and surety commissions. He 
argued brilliantly for that class of agents 
who produce for their companies a sat- 
isfactory volume of business, and under- 
write, service and manage it with a de- 
gree of skill and knowledge satisfactorily 
alike to their companies and policyhold- 
ers. While admitting abuses in the busi- 
ness, he vigorously contended against a 
specious argument intended to throw 
nearly all casualty and surety agents into 
a lower commission class. 


Kenneth H. Bair, chairman of the ex- 
ecutive committee of the Pennsylvania 
Association of Insurance Agents, con- 
tended for a limitation of agents in the 
interest of the insuring public. He main- 
tained that the non-qualified, non-serv- 
ice giving agent could only be called a 
premium grabber, cutting into the busi- 
ness of the legitimate agent. He 
charged that home offices of certain fire 
‘insurance companies and branch offices 
of others are maintaining literally hun- 
dreds of these leeches, paying them full 
agency commissions, and thus demoraliz- 
ing the business at these points. He 
deplored a tendency by companies to 
abandon underwriting at the source, 
driven to this conclusion by an irresist- 
ible desire for increased premium vol- 
ume, producing abnormal losses through 
business produced by the incompetent 
and the unfit. 


Your president closed the case for the 
agents by pointing out that the subject 
of commissions always had been and 
probably always would be a bone of con- 
tention; that out of an experience of a 
quarter of a century no client had ever 
inquired of him what part of the pre- 
mium dollar was retained as commission ; 
that the annual reports of insurance com- 
panies are curious documents in some re- 
showing commission payments 
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Smith Submits Administration Report 


running all the way from 2% to 57%. 
Of course, both of these extremes pre- 
sent the ridiculous and are accounted 
for by some unknown bookkeeping 
theory. The company expenses show a 
substantial variance which no doubt re- 
sults from managerial wisdon® or ac- 
counting methods. The claim was then 
established that the actual commission 
in dollars today for each thousand dol- 
lars of insurance placed is lower than 
in the past owing to constantly declin- 
ing rates, and that these rate reductions 
were brought about largely by the serv- 
ice-giving agents in’ producing improved 
hazard conditions which obviously bene- 
fit the assured. 

So ended this epochal investigation by 
the Insurance Commissioners’ Conven- 
tion through its investigating committee, 
It was announced that the committee 
would file its report and conclusions at 
the next annual convention of the com- 
missioners, which it did. 


The Commissioners’ Report 


The report was filed at Hartford, Sep- 
tember 9, last, and is a quite pretentious 
document. It sets forth the manner in 
which the investigation was conducted; 
the result in- obtaining a substantial 
amount of information about commission 
payments in the different parts of the 
country; the manner of grading com- 
mission scales; a synopsis of statements 
made by witnesses who appeared at the 
public hearing in Chicago last June; the 
effect of acquisition costs on the ex- 
pense ‘ratio; and the conclusions and rec- 
ommendations of the committee. 

Without doubt the organized agents 
of the United States represented by the 
National Association will be gratified by 
the conclusions and recommendations of 
the committee in so far as they are 
concerned. The report says: 

“Unnecessary and unqualified agents, 
in alienating existing business instead of 
devoting their energies to the develop- 
ment of new business, are a disturbing 
influence to both companies and agents. 

“Companies must establish higher 
standards for the appointment of agents 
if they wish to avoid the establishment 
of agents’ qualification laws.” 

And again the report submits: 

“The defense of and justification for 
the commissions paid them was well 
made. The agents’ organizations made 
no attack on the underwriters’ associa- 
tions or the acquisition cost conferences, 
and it is fair to assume that they are not 
opposed to the principles of these. 

“The problems with which agents have 
been confronted are quite serious. The 
increased sums expended by companies 
for business have probably not benefited 
the average agent. He has been con- 
fronted with an increase in new agents 
beyond the growth of new business, to- 
gether with the competition of large 
numbers of part-time agents, solicitors 
and non-policy writing agents and, in 
metropolitan centers, with armies of new 
brokers unworthy of the name. 

“No solution of the problems of acqui- 
sition cost can ignore the right of agents 
and brokers to fair and reasonable treat- 
ment. 

“The sincere co-operation of the genu- 
ine agent and broker is much to be de- 
sired. This can perhaps be best obtained 
by the companies joining them in com- 
batting the evils of which they complain. 

“The present competitive situation in 
the agency and brokerage field is seri- 
ous and injures the American Agency 
System to a great degree.” 

Agents’ Position Fortified 

In other words, the position heretofore 

taken by the National Association om 
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these questions, and the contentions set 
forth at Chicago by us in June, have 
been approved and adopted by this in- 
vestigating committee of the supervising 
state officials. 

There is, however, another side of 
the picture that cannot be overlooked. 
We believe the committee has inadvert- 
ently taken an unfair position on the 
question of the effect of acquisition costs 
on the expense ratio in the fire insurance 
business. The committee holds: 

“An examination of the expense ratios 
of a number of the larger companies in- 
dicates that underwriting expenses today 
consume *approximately 6% more of the 
premium income than they did ten years 
ago. In the case of the smaller compa- 
nies, this condition presents an even 
greater increase.” 

Maybe the committee will attempt to 
justify technically the exact language 
used, but it has brought about an er- 
roneous impression in the public mind 
that the cost of conducting the business 
is mounting when it is not. The vicious- 
ness of the percentage theory was never 
more apparent than here. The truth of 
the matter is that insurable values have 
increased, the rates have come down, the 
premium paid by the insured per thou- 
sand dollars of insurance has decreased, 
and altogether the public is paying less 
for expenses per unit of insurance than 
it did ten years ago. 

We think the committee, in fairness to 
the business, should have explained this 
and not allowed the impression to go out 
that the public is paying “6% more” than 
ten years ago. 

The voluminous report of this investi- 
gating committee now remains before the 
Insurance Commissioners of the United 
States for study, to be acted upon at 
their next meeting in New York City in 
December. 

Your executive committee at its July 
meeting considered among other matters 
two important subjects which resulted in 
the adoption of formal statements. They 
concerned a national company organiza- 
tion, and stock companies having deal- 
ings with assessment concerns. The first 
statement is as follows: 

Company Governing Organizations 

“Insurance, like any other business, 
can function satisfactorily only when the 
units which compose it are motivated by 
the same purpose and governed by the 
same rules and regulations. For an in- 
surance company to operate within an 
organization in one territory and with- 
out restriction in another, perhaps just 
across the state line, is a destructive 
factor in the insurance business today. 

“Under the present arrangement, a 
company may belong to the Eastern Un- 
derwriters’ Association and be subject to 
all of its rules and regulations, and at the 
same time run riot as a free lance in 
Western territory, cutting rates, paying 
excessive commissions and disregarding 
established practices generally. 

“The situation can be controlled. A 
notable example of the verity of this 
statement is found in the territory of the 
Southeastern Underwriters’ Association, 
where 98% of the fire insurance compa- 
nies are members of the organization. 
The situation there is so well in hand 
that no non-member company has been 
able to establish a satisfactory agency 
plant within the territory. 

“Today, membership in the Eastern 
Underwriters’ Association, Western Un- 
derwriters’ Association, Southeastern 
Underwriters’ Association, and the Board 
of Fire Underwriters of the Pacific is 
practically identical. The objectives of 
these great underwriting bodies, their 
methods of operation, their rules and 
practices run along parallel lines. The 
integrity of these organizations should 
be preserved and their autonomy recog- 
nized as to territorial underwriting func- 
tions. 


National Association Position 
“The Nationa! Association of Insur- 


ance Agents is committed to the prin- 
ciple : : 
“‘That until a reciprocal arrangement 


can be made between organized agents 
and organized companies, with reference 
to company-agency representation, we 
believe that the National Association 
should not be committed to the support 
of or in opposition to any fire insurance 
company, because it does or does not be- 
long to any company organization.’ 

“The executive committee is firmly of 
the opinion that a national organization 
of fire insurance companies would offer 
a basis for negotiations to effect such 
‘reciprocal arrangements’ with reference 
to company-agency representation. 

“The committee is convinced that the 
future well-being of the insurance busi- 
ness depends upon a union of companies, 
countrywide, comparable to the union of 
agents represented in the National As- 
sociation of Insurance Agents. 

“The committee believes that such a 
national company organization as is con- 
templated to deal with national questions 
of agency-company practices, withhold- 
ing all of its facilities from such com- 
panies as elect to remain outside, will be 
of great benefit to the business country- 
wide; 

“That membership be withheld from 
any company, or any member of a fleet 
unless such company and every other 
company of the fleet become members of 
such national organization and a territo- 


rial company organization in every ter- 
ritorial division; 

“That company members of such an 
organization should withhold reinsurance 
facilities from outside companies, and re- 
fuse to cede reinsurance to them. 

“The committee is of the opinion that 
the time has come when overlapping of 
authority in company organizations 
should cease. It believes, moreover, that 
a national organization of fire insurance 
companies would furnish the means of 
successful contact with our own organi- 
zation which serves the insurance busi- 
ness in its national aspect. 

“The committee is convinced that if 
sufficient influence is brought to bear on 
our companies through local boards and 
state associations, many companies will 
lend a receptive ear to this proposal 
which is recognized individually as sound 
in principle and practicable of adoption.” 


Commissioners Approve 


The position so taken by your execu- 
tive committee has just been signally for- 
tified by the special committee of the 
Insurance Commissioners’ Convention in- 
vestigating the business, when the com- 
mittee, in its Hartford report quite re- 
cently, made the following recommenda- 
tion: 


“That the insurance companies be 


urged to co-relate the activities of the 
various underwriters’ associations under 
a single national association.” 


The second statement adopted by your 
executive committee in July reads: 


“The National Association of Insur- 
ance Agents, committed to the doctrine 
of assisting in every way possible in 
stabilizing the business of insurance, 
protests the practice of certain fire, cas- 
ualty, and surety companies of providing 
reinsurance facilities to mutual and re- 
ciprocal organizations or companies 
which do not support the American 
Agency System and/or which are gen- 
erally recognized as using unfair com- 
petitive methods; equally unstable is the 
cession of business to reinsurance com- 
panies which accept these commitments. 
We call upon those companies which are 
represented by our members to discon- 
tinue these practices, which are inimical 
to the interests of our members, the 
business of insurance, and the welfare 
of the insuring public.” 

These two statements are now here- 
with presented to this convention for 
your consideration. 


General Association Work 


A part of the general work of the Na- 
tional Association will be presented to 
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you by the reports of the respective 
standing committees. However, we feel 
obliged here to refer to the Five Year 
Development Program so directly related 
to the present standing and influence of 
the association. 

The program was presented to our ex- 
ecutive committee in July, 1927, and ap- 
proved and became operative on Septem- 
ber 1 of that year. Three years’ opera- 
tion under it have been most successful. 
Today the National Association has a 
larger membership than at any other pe- 
riod in its history. The treasurer’s re- 
port shows a handsome surplus, never 
before equalled, invested in government 
bonds and savings banks. It is truly a 
most satisfactory material condition and 
affords each succeeding administration a 
confidence in the work that would be 
wholly lacking if we were operating on a 
declining membership record and a de- 
pleted treasury. 

A movement inaugurated during the 
year which has given impetus to the 
membership sections of the program has 
been called “the winning of the West.” 
Heretofore, in that section alone has 
there been any appreciable number of 
non-affiliated states. Within the year the 
Idaho Association of Insurance Agents 
was organized as a unit of the National 
Association. The Insurance Agents’ 
League of Washington has voted to join, 
and the executive committee of the Ore- 
gon Insurance Agents’ Union has recom- 
mended that it become affiliated. Similar 
movements have been started in Arizona, 
Montana and North Dakota. With the 
groundwork well laid, prospects are 
bright for state units from every western 
state before the end of another year. 
California, with the largest numerical in- 
crease for the year, leads the way. 

In passing it should here be noted that 
the Membership Cup, awarded each year 
to the State Association making the 
largest percentage gain in member- 
ship, was won by the State of Louisiana. 

One of the most outstanding accom- 
plishments of the Five Year Develop- 
ment Program was consummated on 
September first of this year when we be- 
gan publication of the new “American 
Agency Bulletin.” In its new make-up, 
adoption of the standard size recom- 
mended by the Insurance Advertising 
Conference, and in its content it has met 
with instant and enthusiastic approval, 
not alone of the membership, but of 
company executives and the insurance 
press as well. We believe a “magazine 
of insurance” admirably fits the needs 
and progress of the association, and we 
commend it to the diligent study of ev- 
ery friend of insurance in America. 

All Agents Benefit From Gains 

Each of the seven objectives in every 
year of the Five Year Program has been 
attained to date. What appeared in the 
beginning to be a somewhat visionary 
dream has developed into a real accom- 
plishment and the agency army is march- 
ing on to distant heights of the future. 

The unrighteous thing about the entire 
undertaking is that in whatever improve- 
ments the National Association has 
brought about, whatever advantages have 
accrued to the local agent, whatever pro- 
tection has been thrown around his live- 
lihood, whatever endowment has come to 
him in the nature of a vested interest in 
his business, non-member agents have 
Participated equally. They have fully 
Shared in these benefits without cost. 
They have secured these advantages 
without work. They have been endowed 
with a vested property interest without 
expense. They have been protected in 
their business without co-operation. 

hey have received much and given 
Nothing. The unfairness of it all is ob- 
vious. 

We are thus reminded of an opinion 
expressed by a prominent editorial writer 
Of the insurance press some time ago 
when he said: “Local agents who are not 
Connected with and refuse to support 
their own organization, are not éntitled 
to any help from it; nevertheless they do 
Participate on the same basis as the 
membership, and it is hoped that they in 
turn may see the error of their way. It is 


not fair that agents should gladly accept 
benefits, as the result of the activity of 
any insurance organization, without join- 
ing up and standing their share of main- 
taining such organizations.” 

Casualty and Surety Business 


Today casualty and surety companies 
are much disturbed, and rightly so, over 
the inroads into their agency plants 
made by a few companies which claim 
they are not cut-rate companies, but 
which offer preferential rates on the 
most desirable classes of business. 

It is a practice of these companies, 
and their names are well known, to en- 
ter large well-established local agencies. 
Such a company does not try to dis- 
place the regular casualty and surety 
companies in an agency. What it does 
is to try to write all the preferential 
business at lesser rates and leave the 
regular companies to write the class of 
business they refuse. 

Just how an agent persuades himself 
that such a connection is advantageous, 
is impossible to understand. In the first 
place he takes away from his own com- 
pany, which will write all of his busi- 
ness, the income which it deserves. No 
agent actually wants his income reduced, 
but when he harbors a cut-rate company 
he is paving the way for permanent re- 
duction of his income. 

Such a company, in spite of its fair 
statement that it seeks to stabilize con- 
ditions, actually succeeds in demoraliz- 
ing them. Obviously such a company 
cannot, and will not, take care of all 
of an agent’s casualty and bonding busi- 
ness. If the other companies would re- 
fuse consistently to remain in an agency 
which represents a cut-rate company, the 
matter would clear itself. If agents gen- 
erally take on the representation of cut- 
rate companies, sooner or later they will 
find themselves on a cut-rate basis ex- 
clusively, and with greatly reduced in- 
comes. 


Church Properties Corporation 

At our mid-year meeting last March 
we were in the midst of considering the 
Church Properties Fire Insurance Cor- 
poration and its harmful influence on 
the business of insurance and the agency 
system. Upon discovering the full list 
of reinsuring companies, and presenting 
our views to them with reference to this 
practice, we were gratified to find that 
they agreed with us. Their withdrawal 
from this entangling alliance is splendid 
evidence of genuine co-operation. 

The Church Properties Corporation 
still persists in its attempt to tear down 
sound insurance practices that have been 
a century in building. The Corporation 
has just recently run afoul of the 
Georgia law. The Attorney-General 
holds that where the wardens and ves- 
trymen of an Episcopal Church nego- 
tiate this insurance through the mails 
without being licensed agents, they are 
not only subject to a penalty, but also 
liable for any loss under the policy. 

Eventually we hope that these church- 
men will leave the business of insurance 
where it belongs—in the hands of com- 
petent insurance men. “ 

Bar Association Code 

On June 25, last, there was introduced, 
at our solicitation, a Bill in the Con- 
gress of the United States, amending 
the American Bar Association Code of 
Insurance Law, by including therein 
resident agency, licensing and agency 
qualification laws. This result came 
only after months and months of work 
on.the part of the National Association. 

The American Bar Association has un- 
wittingly been led into ‘a most inconsis- 
tent position in bringing forth this so- 
called Standard Code. The Bar Asso- 
ciation insists on stringent qualification 
laws for its members, while its insurance 
code denies any measure of qualification 
for insurance agents. Not only that, but 
it seeks to strike down all resident agen- 
cy laws of this country, and abrogate the 
licensing law of every state in the Union. 

It is therefore with considerable satis- 
faction that your officers report the 
probable end of this insidious theory in 
Congress, and the likelihood that this 


insurance code will meet a like resistance 
wherever considered. 
Revised Constitution 

There will be presented to this con- 
vention for, your consideration a pro- 
posed revised constitution for the Na- 
tional Association. The principal chang- 
es from the old one lie in Article III on 
Membership; in section 5 of Article IV 
on voting on roll call in conventions; 
and in sections 9, 10 and 11 of Article 
VII, creating an Advisory Committee, 
Coalition Group and National Council. 

The membership article provides for a 
qualification requirement similar to that 
appearing in our suggested uniform 
qualification law. The voting on roll 
call recognizes a local board vote. The 
advisory committee is intended to util- 
ize the services of past. presidents. The 
coalition group proposes to integrate the 
substantial premium producers of the 
country to make more effective the prin- 
ciples of the National Association. And 
the national council creates a new work- 
ing body to assist in carrying on. 

We hope that you have given this 
proposed new constitution, which has 
been published in the last three issues 
of the “American Agency Bulletin,” dili- 
gent study. We are on the way to 
greater influence and efficiency as an 
effective trade association. Changing 
conditions and “the new competition” re- 
quire that we keep up with the pro- 
cession. 

Company Co-operation 

It is gratifying to report to the mem- 
bers of the National Association that we 
detect a distinct improvement in com- 
pany relations and the co-operation re- 
sulting therefrom. 

Some notable instances of the results 
of the territorial conference idea have 
come forth during the year, particularly 
in the Mid-West and on the Pacific 
Coast. The testimony of participating 
company executives has been to the ef- 
fect that these conferences are equally 
as valuable to the companies as to the 
agents. One is, therefore, led to marvel 
why they are not freely utilized when- 
ever an opportunity arises to discuss 
common questions. 

We are likewise encouraged because 


of the friendly spirit shown by some 
executive company officers in confer- 
ences held with the officers of the Na- 
tional Association. Much benefit is 
bound to follow this method of opera- 
tion. 

We desire here to record the further 
fact that in our opinion the companies, 
by and large, are today more freely co- 
operating with the National Association, 
and more desirous of observing the 
fundamental principles of the Associa- 
tion than for a number of years past. 


The Milwaukee Declaration 


It seems to us, therefore, appropriate 
again to recall the epochal stand taken 
by the National Association at Milwau- 
kee in 1924, when we said that “The 
members of the National Association of 
Insurance Agents owe their allegiance 
to those companies whose loyalty to our 
principles for the preservation of the 
American Agency System is wunques- 
tioned.” 

We believe there are many companies 
whose loyalty is unquestioned and that 
the number of these is quite sufficient 
adequately to take care of the insur- 
ance needs of every member of the Na- 
tional Association. 

Many members of the National As- 
sociation are constantly calling upon 
your officers to preserve and enforce 
what they understand to be their rights 
based upon the principles announced by 
the Association from time to time. It, 
therefore, seems strange that any mem- 
ber should longer hesitate in deed and 
in truth to render substantial and con- 
tinuous allegiance to those insurance 
companies which are upholding our prin- 
ciples and supporting the National As- 
sociation in its work. 

We are also gratified to report a con- 
stantly increasing volume in our pub- 
lic relations work. Many members are 
freely giving of their time and ability 
in acquainting the public with the true 
story of insurance and thereby overcom- 
ing public prejudice. Our organization 
is particularly fitted for this work and 
we believe that insurance executives gen- 
erally appreciate what is being done for 
the business in this behalf. 





Bennett Vigorously Opposes 


Gov’t. Unemployment Insurance 
Secretary-Counsel of National Association Pleads That Gov- 
ernment Not Be Allowed to Go in Insurance Business 
by Default; Says Industry Can Solve Own 
Unemployment Problem 


Acting as the convention key-noter, 
and explaining the component parts of 
the convention theme, “What’s Ahead 
for Insurance?” Secretary-Counsel Wal- 
ter H. Bennett said concerning unem- 
ployment insurance: 


Any undertaking to look ahead at con- 
ditions facing insurance cannot ignore a 
subject which bids fair to be one of the 
major issues of the fall elections, both 
state and federal—unemployment insur- 
ance. Its proponents and opponents are 
drawn in battle array. In many of the 
states prohibition as a campaign issue is 
dead, because in dry states candidates for 
both parties are avowedly dry, and in 
wet states candidates for both parties 
foresee their political doom unless they 
proclaim an anti-prohibition platform. 

Not so with unemployment insurance. 
Every state has its unemployment prob- 
lem, which is growing worse daily. In 
the big industrial centers it is already ap- 
palling. Newspapers and magazines all 
over the country are devoting column 
after column to the subject. Candidates 
for office are being forced by public opin- 
ion to state their positions on it. 

Gov. Roosevelt Favors Unemployment 
Coverage 

Proponents of the unemployment in- 

surance system are not confined to those 


of a socialistic turn of mind. It came 
to the forefront last summer when Gov- 
ernor Roosevelt. of New York, until his 
election to office a vice-president of a 
stock insurance ‘company, unalterably op- 
posed to governmental interference in 
private business, advocated it before the 
conference of governors in Utah in the 
summer. In his race for re-election, his 
opponent stands on a platform of “un- 
alterable opposition to any system of a 
dole.” 


The insurance commissioner of Florida 
is committed to “the necessity of some 
practical form of unemployment insur- 
ance.” 


Of deepest significance and fraught 
wth the gravest potential danger, how- 
ever, I find the position taken by John 
G. Lonsdale, president of the American 
Bankers’ Association, in his address be- 
fore the National Association of Life Un- 
derwriters in Toronto week before last, 
endorsing unemployment insurance, em- 
ployer and employe to share the cost. In 
a plea for “constructive thinking and 
acting,” he advocated the granting of “le- 
gal authority to life insurance companies 
through which they might come to the 
rescue and help set up a fund to be held 
in trusteeship—a fund’that will keep the’ 
wolf from the door in time of stress and 
assure the employe and his family that 
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they will not be wards of the commu- 
nity. Such a fund, available at a time 
when most needed, would prove. a great 
social and business stabilizer, encourag- 
ing honesty and thrift, and reducing 
crime.” 

Through this carefully guarded lan- 
guage, one cannot fail to see the head of 
a great body of business men virtually 
inviting the government to invade an- 
other business with which it is closely 
allied. 


It Must Be Mandatory 


It is futile to talk about unemployment 
insurance being conducted on a business 
basis, without governmental control. In 
the first place, to become effective, it 
must be mandatory. Compulsion and pa- 
ternalism in the insurance business are 
as inseparable as the Siamese twins. We 
need go no further than the Massachu- 
setts compulsory automobile liability law 
for proof of the truth of this statement. 
The state says to the motorist, “You 
must have it,” and to the company, “You 
must write it.” And so the state is in 
continuous turmoil, the governor himself 
says that neither insureds nor insurers 
are happy, accidents and claims continue 
to mount, and the demand for a state 
fund continues. 

Government has looked upon the in- 
surance business with covetous eyes too 
long for the present issue to be evaded 
by any insurance man. Our members 
cannot afford to sit back and accept un- 
employment insurance as inevitable. It 
cannot afford to violate the very prin- 
ciple of trade association ethics by say- 
ing, “Let life insurance worry.” Selfishly, 
,we cannot afford to see a business so 
closely allied to our own catapulted into 
governmental monopolistic legislation. It 
is only a short step from life insurance 
to compensation and liability and health 
and accident, and finally, to fire insur- 
ance. 

Obviously, it is for industry to solve 
its unemployment situation. In a few 
isolated cases industry is solving it. Some 
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of the biggest of the industrialists are 
taking care of their own part of it. It is 
said that in the city of Cincinnati, the 
city government, the charitable institu- 
tions, and the industrial leaders have 
worked out a system for distribution of 
labor, shorter hours for all labor where 
necessary, but jobs for all. I hope we 
have a Cincinnati: member here present 
who will tell us all about the plan. 
Brings Only Havoc in Its Wake 
We may be sure that any kind of com- 
pulsory insurance will bring only havoc 
in its wake. England’s dole has crippled 


her industries, cost the government 
£500,000,000, and her unemployed num- 
bers 1,500,000. Germany’s unemployment 
insurance system has increased the num- 
ber of unemployed from 400,000 to 3,000,- 
000. The situation has become so acute 
that a conscription of labor is to be 
substituted to prevent a collapse of the 
German financial structure. 

France created for herself an unem- 
ployment situation with passage of an 
old age insurance law, resulting in a 
strike of 400,000 workers. The French 
law provides for donations by employers 
as well as employes. The employes who 
have work were not willing to be taxed 
to support those who had passed the 
working age. The government adminis- 


ters the fund, and pays the administra- 
tion expenses. As in Massachusetts, no- 
body is happy. 

Don’t let the government go into the 
insurance business by default. When a 
candidate for office asks you for your 
vote, you have a right to ask him how 
he stands on this important subject. 

The National Association may feel 


_ proud to take its stand beside the presi- 


dent of the American Federation of La- 
bor who says that unemployment com- 
pulsory insurance is but one step from 
the dole system which “develops a pa- 
ternalism that is demoralizing and de- 
structive,” a system that “stifles ambi- 
tion, destroys initiative and _ blights 
hope.” 





E. J. Cole Urges That Mystery Be 
Taken Out Of Casualty Rate Making 


More Public Enlightenment Necessary At This Time Says 
Chairman Of Casualty-Surety Committee; His Report 
Also Reviews Year In Automobile Field 


Public enlightenment on how casualty know its costs and apparently no one is 


rates are made so to “take the mys- 
tery out of this process” and thereby 
establish in a large measure a more fa- 
vorable attitude, was the suggestion con- 
tained in the report of Edwin J. Cole of 
Fall River, as chairman of the casualty 
and surety committee, before the conven- 
tion Friday morning. Mr. Cole pictured 
the intense struggle which, is now going 
on to get business; how new companies 
together with non-affiliated carriers are 
all struggling for position, the inevitable 
result being that rules and rates have 
been too often disregarded to the detri- 
ment of the business. He declared: 
“The public thinks it pays too much in 
premiums for insurance but does not 


interested to tell the story. Such a situa- 
tion is unnecessary and cannot be justi- 
fied. There is no mystery in the making 
of rates. The premium must be ade- 
quate, just, reasonable and non-discrimi- 
natory. Proper loadings must be allowed 
for administration, claims, acquisition 
and taxes, which added to the loss ex- 
perience, plus a reasonable profit is the 
basis upon which all insurance rates are 
made.” 

Mr. Cole remarked upon the phenom- 
enal growth made by the casualty busi- 
ness in the last decade, pointing out that 
so rapid had been this development that 
the machinery for its production and 
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Best Says Commissions Are Not Excessive 


Alfred M. Best, head of the Alfred 
M. Best Co. of New York, publishers of 
insurance reports, told the convention at 
the Wednesday morning session that on 
the basis of statistical analysis, local 
agents were not getting as much profit 
out of their commission as they were 
fifteen years ago when the commission 
level was 4% lower. He concluded, 
therefore, that local agents on the aver- 
age today are not overpaid and that as 
a matter -of fact they face a serious 
problem of getting a fair return for their 
services. He also said with reference to 
the companies that relatively few items 
are really subject to the control of the 
executives and that considering the en- 
tire business expenses today are not ex- 
travagant. 4 

Following is the text of Mr. Best’s 
talk, entitled “Insurance Probabilities”: 

There are three factors in every in- 
surance transaction: the premium-payer, 
the agent and the company. It always 
has been and always will be a business 
of infinite detail. It always has been 
and always will be the case that the 
average man is too busy with his own 
affairs to take twenty or thirty years 
off to devote’ to a study of the kinds 
and amounts of insurance which he re- 
quires. Therefore, g¢ middleman always 
has been, and I believe always will be, 
necessary to the conduct of the business, 
acting as a buffer between the policy- 
holder, who wants the most for the small- 
est premium, and the company, which 
necessarily takes pretty much the oppo- 
site view. 

Analyzes Commissions 

I recently made a study of the oper- 
ating expenses of fire insurance compa- 
nies in 1929 and five and fifteen years 
prior thereto. I found that agents’ com- 
pensation was exactly the same in 1929 
as five years before; based on premi- 
ums, less than 4% higher than fifteen 
years ago. I doubt very much whether 
this increase in agents’ compensation 
equals their increased operating ex- 
penses. In other words, the agents as a 
group are probably not receiving as a 
net return over expenses as large a per- 
centage of the premiums handled as they 
got fifteen years ago. 

It is true that in that time the pre- 

mium volume has greatly increased. That 
fact should be borne in mind by every- 
one approaching a study of insurance ex- 
Pense accounts. From my observation 
of the business I should say that, first, 
the agent is indispensable; second, he ts 
not over-paid, but, on the contrary, has 
a serious business problem to solve if 
¢ is to get a fair net return for his 
work; and, third, that no other method 
of operating insurance companies could 
€ devised which would cost the public 
any less than it now costs for the es- 
sential work of the men whose activi- 
hes produce the business. 

. ne group Operation of fire compa- 
Mes will, I think, continue because it is 
€conomical. It may be extended in a 
se degree to the casualty field, but 

€re is not in that field the same eco- 

Pe reason for the concentration of 

€ management of a large group of com- 

Panies under one directing head. This 
group plan of operation began in 1898 
be the purchase by a large Eastern 

°mpany of a Southern company, fol- 

a early in 1899, by another similar 
lene, It has been carried to great 
aaa and, without doubt, a general 
: lty decided upon by the head of a 

feat fleet of companies has today vast- 

YMore importance for the business than 


" insurance carried by the companies. 


Head of New York Statistical Publishing House Tells Local 
Agents That Higher Rates of Compensation in Recent 
Years Has Not Equalled Increased Expenses; Does Not 
Find That Company Expenses Are Extravagant; Predicts 
General Expansion in Insurance Premiums 


was the case when such a decision af- 
fected only one company, and it might 
be followed or disregarded by everyone 
else in the business. Be that as it may, 
the plan is here to stay, in my opinion. 
Sees Exodus of Some Companies 
One probability that might almost be 
termed a.certainty is that many of the 
insurance companies, both fire and cas- 


-ualty, formed in recent years, when there 


was an epidemic of promotion activity, 
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cannot survive. There is not enough 
business, and not enough underwriting 
ability available to these companies to 
make possible the successful develop- 
ment of all of them. In the last five 
or six years 106 new stock casualty com- 
panies were launched, with about $96,- 
000,000 of capital and surplus, and 140 
new fire insurance companies, with about 
$128,000,000 of capital and surplus. Some 
of these are soundly managed, but many 
of them have already ceased business. 
Others show dangerous depletion of re- 
sources through incompetent manage- 
ment, and there has been considerable 
disorganization because of the scramble 
of these new companies for business. 

Through the co-operation of the cam- 
panies more reliable underwriting data 
are available than in the past. This is 
bound to have an increasingly desirable 
effect upon the business as a whole. The 
same is true of the excellent safety 
work being done by both fire and cas- 
ualty companies, the value and = impor- 
tance of which are not yet fully -appre- 
ciated by the general public. 

To sum up: I think the general meth- 
ods now pervailing are likely to continue, 
with only minor refinements, rather than 
major changes. 

As to the probable future results of the 
business: I have already mentioned the 
trend of rates in the fire field, but im- 
proved rating methods have kept the 
loss ratio at a profitable figure in re- 
cent years, despite the reduction of 
rates and the increase in the amount of 
The 
trend of expenses has been upward, but 
this is true of every business in the 
last decade. In this connection, it is 


interesting to note that in both the fire 
and casualty fields no reduction in the 
expense ratio is accomplished when the 
premium volume increases to very large 
figures. 

In both of those branches, as well as 
in the life insurance business, there 
seems to be a point beyond which re- 
duction of expense ratio cannot be ac- 
complished by further increase of pre- 
mium volume. While at first blush the 
expenses of fire insurance * companies 
appear too high, when measured by the 
total cost of insurance to the public, 
analysis shows that relatively few items 
are really subject to the control of the 


company executives, and that, consider- , 


ing the entire business, expenses are not 
extravagant. My guess is that they will 
not show in the next five or ten years 
anything like the increase which has 
taken place in the last decade; that, in 
other words, we are now on about a 
normal expense’ basis. 

Expenses Stable in Casualty Field 

In the casualty and surety field there 
has been no increase in expense ratio 
in recent years. In the last five years 
it has varied from year to year less than 
1%. The average of all companies for 
the years 1923 to 1929, inclusive, is 39.6%, 
exclusive of claim expense. This seems 
reasonable from the policyholders’ stand- 
point, and there is no evidence that it is 
not sufficient to provide for efficient 
management. Contrary to general be- 
lief, there has been very little increase in 
the loss ratio of all casualty and surety 
lines combined. Including claim ex- 
penses, it was 57.6% in 1923, 60.6% in 
1929, and the average for the six years 
was 58.9%. In certain lines the results 
differ from those just indicated, show- 
ing a substantial increase in claim cost. 
Study by various authorities indicates 
that industrial accidents are not showing 
any decrease, but rather the reverse, and 
the same is true of automobile acci- 
dents, but, as a whole, the fire compa- 
nies and the casualty and surety com- 
panies are: showing satisfactory figures, 
both as regards expense and loss ratio. 

The companies are performing an in- 
dispensable service, and their stock- 
holders are entitled to a fair return. 
That fact is being more and more rec- 
ognized by legislators and state officials 
supervising the business. The agents 
are also performing an indispensable 
service, and are entitled to a fair return 
for their efforts, and, despite the agi- 
tation concerning so-called acquisition 
costs (which term I consider very mis- 
leading, in view of the multitude of serv- 
ices performed by the agents, in addi- 
tion to the production of business), it 
seems to me that company officials are 
more and more recognizing that the 
agents, like all other laborers, are 
worthy of their hire. Hence, it seems 
reasonable to assume that these prob- 
lems will be worked out justly to all the 
interests involved. 

Ours is a most interesting business, 
offering wide possibilities to anyone who 
feels the urge to let his imagination spec- 
ulate as to the future. The study of any 
business simmers down to a considera- 
tion of a few factors: First, is it suffi- 
ciently essential to business life to jus- 
tify its continuance? Second, will it 
grow? Third, will the method of con- 
ducting it change radically? Fourth, 


will the results be better or worse than 
in the past? . 
Business Will Continue to Grow 

As to the first point there is no room 
for doubt. We all know that new in- 
ventions and changes in the habits of a 
nation frequently destroy businesses pre- 
viously necessary and profitable, but it is 
inconceivable that our elaborate business 
structure will ever be able to do with- 
out insurance, which underlies and sup- 
ports every phase of it. In this re- 
spect everyone connected with the in- 
surance business is in a most fortunate 
position. 

Equally certain is the continued growth 
of the business. Our minds can con- 
ceive of nothing which will stop the 
growth of the nation, and as it grows 
the volume of insurance transactions 
grows also, not in proportion to the 
growth of population, but infinitely fast- 
er. I have been identified with the in- 
surance business nearly forty years, and 
this period coincides with the period of 
greatest growth of the insurance busi- 
ness. During that time the population of 
the United States has approximately 
doubled, but the rate of growth of the 
insurance business during the same pe- 
riod is staggering. To illustrate: all the 
stock fire insurance companies (includ- 
ing foreign) reporting to the New York 
Insurance Department in 1890 had a pre- 
mium volume of about $73,000,000, rep- 
resenting risks carried of about $15,000,- 
000,000 

Today their premium income is about 
$1,000,000,000 annually, representing 
about $225,000,000,000 of risks—over fif- 
teen times the amount of insurance pro- 
tection which they offered forty years 
ago. The casualty and surety business 
was then in its infancy. Only eleven 
stock companies reported to New York 
state, with assets of only $10,000,000 and 
premium income of $7,500,000, as com- 
pared with the present total volume of 
casualty and surety premiums of over 
$1,000,000,000, of which the stock com- 
panies receive about 87%. This means, 
of course, that per capita we are spend- 
ing more every year for various forms 
of necessary insurance protection, and 
I think you will all agree that the aver- 
age man still has need for much more 
insurance than he carries. From that 
angle’ alone we may look for a sub- 
stantial increase in premium volume in 
the major lines now written. 


Fire Premiums Steady 


It is true that in the fire insurance 
field the steady and continuous improve- 
ment in the quality of new construction, 
which to a large extent replaces build- 
ings of inferior construction, and the ex- 
tension of the use of fire prevention de- 
vices have resulted in a steady decline 
of the average premium rate, so that, 
on strictly fire business, the premium 
income of the country for several years 
has been almost stationary. Fire rates 
were increased after the great conflagra- 
tions at Baltimore in 1904 and San Fran- 
cisco in 1906, but since that time they 
have steadily dropped. This factor af- 
fecting the total premium income’ of the 
fire companies is, however, offset’ by the 
continued growth of other lines which 
they write; but even including these lines 
there was only a moderate increase in 
the total premium volume of the fire 
companies during the last five years, fol- 
lowed by a slight recession in 1930, so 
that the statements for the curreft year 
will probably show about the same total 
volume for the fire companies this year 
as five years ago. 

I think, however, that material in- 
crease in the premium volume in some 
of the collateral lines may be confident- 


(Continued on Page 19) 
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Public Relations Successfully Developed 


How the National Association has suc- 
cessfully developed public relations work 
as part of its five year development was 
told by Earl E. Fisk, of Green Bay, Wis., 
chairman of the Committee on Public 
Relations and Education at the Thursday 
afternoon session. With Mr. Fisk on this 
committee are several prominent agents 
including W. Eugene Harrington, Atlan- 
ta, Ga.; C. R. Morgan, Charleston, W. 
Va.; Fred R. Smith, Haverhill, Mass., 
and P. S Ramsden, Oakland, Cal. Mr. 
Fisk said that while there is some dead- 
wood which needs to be replaced in the 
system of key men in communities all 
over the country the public relations 
work has gone ahead in fine manner. 

Citing some of the accomplishments in 
putting insurance in a favorable light be- 
fore the public, Mr. Fisk told the agents, 
are telling about insurance through news- 
papers, over the radio, through cham- 
bers of commerce and other civic organi- 
zations and also through educational in- 
stitutions. Close to 200 universities and 
colleges now conduct insurance courses, 

or more than double the number of a 

year ago. 

Following is the full text of Mr. Fisk’s 
report: 


Although cultivation of public relations 
has long been pursued by the National 
Association with an appreciable measure 
of success, the work of the public rela- 
tions committee is one of our newer ac- 
tivities as a part of the Five Year De- 
velopment Program. In three years’ time 
the original program laid out for this 
committee has become so much a part of 
all of our National Association activities 
and is running so smoothly that almost 
everyone takes it for granted that it has 
been in existence for many years. 


When things run along too smoothly 
and we take too much for granted, it is 
time to inject new life into any activity 
and your committee on public relations 
and education want to call the attention 
of our membership again to our two ma- 
jor objectives. First, to establish the 
position of the American Agency Sys- 
tem in its proper place in the eyes of the 
people, and second, to assist the public 
generally in a better understanding of in- 
surance and to help educate new blood so 
that the local agency business can be 
gradually improved. 


Wide System of Key Men 


We have built up a system of key men 
who are the leading agents in their own 
communities and who are acting as 
spokesmen for the National Association 
of Insurance Agents and for insurance 
in general in their own communities. 
This list of key men was made up three 
years ago and has been revised and kept 
up-to-date, but the committee believes 
that with the approaching new year a 
complete and entirely new check-up 
Should be made of the list of key men. 
Although we have kept in fairly good 
touch with almost all of the key men and 
know that the large majority of them 
are actively doing the tasks assigned to 
them, yet we feel there is a certain 
amount of deadwood in the list and, 


therefore, we suggest rechecking for th 
year 1930-1931. " rma cas 


Not only our key men but all of our 
members have come to a better under- 
Standing of what we are trying to do 


Earl E. Fisk, Green Bay, Wis., Tells How National System 
of Key Men is Establishing Insurance and Local Agents in 
Proper Position Before the Public; 188 Colleges and 
Universities Are Now Giving Insurance Courses; Public 
Relations Manual for Key Men Now in Preparation 


and have co-operated in such a splendid 
way that almost every member of our 
association is active in some field or 
other along public relation lines. Today 
the intelligent and service-giving agent 
is one of the most important factors in 
the business of his community and is so 
recognized. Practically every one of our 
members will be found playing an impor- 
tant part in every civic and charitable 
activity in his community. We are well 
represented in the Kiwanis, Rotary and 
Lions clubs and in the local chambers of 
commerce. The past year has seen a 
large number of our members going into 
these organizations more actively than 
ever before and the list of key men who 
are officers and directors in these various 
service clubs and chambers of commerce 
would be a very lengthy one. 


When we hear people talking about the 
possibility of doing away with the Am- 
erican Agency System it is well to stop 
to think of how the local agent has built 
himself into the business fabric of his 
own community and how essentially he 
is a part of it. When the people in his 
town think about insurance they look to 
him. This fact is becoming more true 
every day. The wide resources and abili- 
ties of our key men is sometimes sur- 
prising. We are in close touch with 
these men and know what most of them 
are doing in putting across to the public 
the story of our business. Through talks 
before different service clubs and various 
other organizations, through newspapers, 
over the radio and in many other fields 
they have been constantly on the job. 
They have also been active in promoting 
good legislation and opposing bad, and in 
every way have been a distinct asset to 
their town and to the insurance business. 


Contacts Through Personalities 


Hundreds of thousands of dollars, yes, 
millions of dollars, can be spent in news- 
paper advertising and in printing insur- 
ance propaganda to be given out to the 
public, and yet accomplish very little real 
good. The only way in which we can 
establish insurance in its proper posi- 
tion before the public is through the per- 
sonalities and contacts of the men who 
sell it—the men who are “in everyday 
contact with the policyholder who is, of 
course, the insurance public. Through our 
plan of key men we are building up a 
fine storehouse of good public opinion 
and a better appreciation of the fact that 
the intelligent and service-giving agent 
is a distinct asset not only to the insur- 
ance business but to all business. 

Our activities in the local chambers 
of commerce are being broadened con- 
stantly and have now come to be such a 
matter of course and fact that they oc- 
casion little comment. When our com- 
mittee first took hold of the chamber of 
commerce fire prevention committee idea 
there were only a little over one hun- 
dred chambers of commerce in the en- 
tire United States with fire prevention 
committees. Today there isn’t a cham- 
ber of commerce worthy of the name 
that does not have an active fire pre- 
vention committee sponsored and active- 
ly working under the direction of a live 
member of our organization. Following 
the development of the fire prevention 
committee, we took up the insurance 
committee idea, and at the present time 
any large city chamber of commerce that 
does not have an insurance committee is 


behind the times. These insurance com- 
mittees are doing a splendid work. Their 
activities are broad and they are prob- 
ably doing more than any other one fac- 
tor to bring to the business man a better 
understanding of his insurance problems. 

Some of these insurance committees in 
the local chambers of commerce have 
been busy in making a detailed study of 
the insurance conditions in their cities 
and have prepared extensive reports 
which discuss the fire rating and fire 
loss situation in terms that are non-tech- 
nical and can be readily and easily under- 
stood by the business man in his town. 
Where these insurance studies have been 
undertaken, they have proven a very 
great success in bringing a better under- 
standing of insurance methods to the lay- 
man, and the public relations committee 
believes that this work should be pushed 
during the coming year and every assist- 
ance given to chambers of commerce who 
desire to undertake work along these 
same lines. We find this educational 
work not only brings to the business 
man a fundamental understanding of in- 
surance, which is a help to him in his 
own business, but it also makes him an 
easier man to sell insurance to, and the 
results from both angles have been very 
favorable. 


Fine Success in Large Cities 


This insurance committee work has 
been favored mostly by the larger cities 
where it has been a very great success, 
but there is no reason why it canno* be 
just as useful in the smaller cities and 
during the coming year we hope that 
many of these smaller cities will interest 
themselves in installing insurance com- 
mittees in their local chambers of com- 
merce. The public relations and educa- 
tion committee will be more than pleased 
to give every assistance possible. We 
have a large fund of information and 
data on insurance committee activities 
and can give detailed help to any agent 
or chamber of commerce who may be in- 
terested. 

Our plans for putting insurance educa- 
tion into the schools and _ colleges 
throughout the country has received mos* 
favorable recognition during the past 
year. Many more of our key men 
have become active in this educational 
work and from a small start we have 
now come to a point where this educa- 
tional activity has assumed national 
character. 

In this educational work we have been 
greatly assisted by the Insurance Insti- 
tute of America and have used their ma- 
terial and course outlines in installing 
the insurance courses in the colleges and 
universities. The Insurance Department 
of the Chamber of Commerce of the 
United States has also given most valu- 
able help. A great many of our key 
men have been actively assisting the 
heads of departments of business admin- 
istration and economics in setting up in- 
surance courses. We have more of our 
membership than ever before who are ac- 
tually addressing these college classes on 
insurance this year and in some instances 
they are practically members of the fac- 
ulty. There are a number of our key 
men who gave lectures twice a week for 
an entire semester without any remu- 
neration except that they were helping a 
good cause. In conjunction with the In- 
surance Institute of America we have 


assisted the professors in selecting text 
books and in making up class outlines. 


Educational Courses 


One of the most notable addresses 
given by Percy Goodwin, chairman of 
the executive committee, was the talk 
made to the students taking an insurance 
course in the University of Florida this 
last spring. The committee on public 
relations and education has been largely 
instrumental through key men and 
through correspondence with colleges 
and universities in putting insurance 
courses into 188 colleges and universi- 
ties. When our committee reported to 
you last year at Detroit we were work- 
ing with ninety schools at that time, and 
it will be noted that we have more than 
doubled the list during the past year. In 
the August 1 issue of the “American 
Agency Bulletin” we published a list of 
these colleges and universities, and in 
the list will be found schools from every 
portion of the United States. 


All of these 188 schools are offering at 
least two or more insurance courses, and 
in addition to these there are 54 others 
who are offering insurance courses as 
part of their curricula but the students 
do not specialize on insurance as the 
other colleges do. This makes a total 
of 242 colleges that are offering insur- 
ance courses and whom we are helping. 
In addition to this there are a good many 
Y. M. C. A. schools offering insurance 
courses as well as a goodly number of 
technical high schools whom we have 
assisted in the same way as we have the 
colleges and universities. No other 
project that our committee has under- 
taken has gone ahead as fast as this one. 
The help we have been able to give to 
the schools has been greeted with real 
enthusiasm. 

We believe that this educational work 
in the schools is going to do much for 
the insurance business of the future, and 
we want all of our members to do every- 
thing they can in helping in this good 
work, We want you to be ready and 
willing to do your part when you are 
called on, and we will assist you in the 
preparation of any material that may be 
needed. If you have contacts with a col- 
lege that is not offering an insurance 
course in its department of business ad- 
ministration and economics we want you 
to suggest the idea to them and offer 
your assistance in installing such a 
course. This is a comparatively new 
idea but most of the heads of these de- 
partments have come to feel that a study 
of insurance is as essential to the mod- 
ern business man as any of the other 
branches of study which they offer. 

The National Board of Fire Under- 
writers has prepared a guide for speak- 
ers which contains a great deal of very 
helpful material for those of our key 
men who have opportunities to speak in 
public on the subject of insurance. This 
book was prepared with great care and 
contains much useful material. Copies 
of it were sent to all of our key men 
and additional copies are available for 
any others who may be interested. We 
suggest that our members .study this 
book thoroughly and make good use of 
it in preparing talks for their civic serv- 
ice clubs and chambers of commerce. 


Manual for Key Men 


For the past year we have been prom- 
ising our key men a public relations man- 
ual which can be used as a guide in ap- 
proaching the subject of insurance from 
many angles but always with the position 
of the local agent and the American 
Agency System ascendant in the back- 
ground. For several reasons the prepa- 
ration of this book has been delayed 
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ALLEMANNIA FIRE 


Insurance Company 
Pittsburgh, Pa. 


Incorporated 1868 


CITY 


Insurance Company 
of Sunbury, Pa. 
Incorporated 1870 








WESTERN 


Assurance Company 
of Toronto, Canada 
Incorporated 1851 











UNITED STATES FIRE 


Insurance Company 
of New York 


Incorporated 1824 








WESTCHESTER 


Fire Insurance Company 
of New York 


Incorporated 1837 


















UNION FIRE 


Insurance Company 
of Buffalo, N. Y. 
Incorporated 1874 








OQ 2m +O +O Sam +O Sam +O Sb - OD +O +O +O Sm Dm +O Sm m0 0 ms 0 © 












CrRuUM & FORSTER 
MANAGERS 


110 William St. New York City P 


DEPARTMENT OFFICES 


Southern Dept. : 
ATLANTA, GA. ff 


Western Dept. 
FREEPORT, ILL. 


Carolinas Dept. [ 
DURHAM, 
N. C. 


Pacific Dept. 
SAN FRANCISCO, 
CAL. 


Allegheny Dept. 
PITTSBURGH. PA. 
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RICHMOND 


Insurance Company 
of New York 
Incorporated 1907 








NORTH RIVER 


Insurance Company 
of New York 
Incorporated 1822 








BRITISH AMERICA 


Assurance Company 
Toronto, Canada 
Incorporated 1833 








METROPOLITAN FIRE 


Insurance Company 
of Chicago, Il. 


Incorporated 1903 




















TRANSPORTATION 


Insurance Company 
of New York 


Incorporated 1927 





UNITED STATES 


Merchants & Shippers 


Insurance Company 
of New York 


Incorporated 1866 











NEW YORK STATE FIRE 


Insurance Company 


of Albany, N. Y. 
Incorporated 1836 
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Livingston Backs Qualification 
Laws As Commission Solution 


Michigan Insurance Commissioner Tells Convention Written 
Examinations Will Go Far Toward Keeping Undesirable 
Agents Out of the Business 


Insurance Commissioner Charles D. 
Livingston of Michigan, chairman of the 
commissioners’ special committee on ac- 
quisition costs, strongly advocates agents’ 
qualification laws as the principal means 
of eliminating the unqualified and unde- 
sirable producers. Commissioner Liv- 
ingston expressed this personal sugges- 
tion in the course of a talk he made 
Thursday morning on the results of the 
probe into agents’ commissions. 

In Michigan, his home state, Commis- 
sioner Livingston has been experiment- 
ing with the idea of examining appli- 
cants for agents’ licenses on their knowl- 
edge of the insurance business but has 
been handicapped by a lack of funds. 
Nevertheless he found that when appli- 
cants for licenses learned that they had 
to pass some sort of test as to their 
mental fitness the great majority never 
oppeared for the examinations. This 
showed the commissioner that there are 
thousands of persons who try to get 
permission to sell insurance to the pub- 
lic without in any way equipping them- 
sclves for this service. , 

“In our investigation, nothing was 
brought out more clearly or forcefully 
than the great inequality in the payment 
of commissions,” said the Commissioner. 
‘Speakers for the companies, general 
cgents, brokers, and agents, emphasized 
this point particularly, and there was a 
general agreement that the commission 
of an agent or broker should depend 
upon the work done by him. If he func- 
tions as a real agent or broker secur- 
ing the business, underwriting it, and 
performing all work that is necessary 
so the company can handle his business 
with no further expense, he is entitled 
to a commission commensurate with the 
work he performs. The agent or broker 
who simply brings the business into an 
office and leaves the company or gen- 
eral agent to bear the additional expense 
and to do the work that other agents 
perform should have a commission only 
in proportion to the work done by him. 


Need Strong Qualification Laws 


“Personally, I do not believe the com- 
mission question will ever be solved 
until we have strong qualification laws 
in our several states. I. think such a 
law must include a written examination 
and a thorough investigation of the man 
who is an applicant for a license. Every 
company wishes, naturally, to have as 
many good agents as possible, for the 
agency force of every company is its life 
blood. The appointment of agents is one 
of the very important duties of a field 
Tepresentative of a company and his com- 
pany charges him with securing agents 
So that its business may increase in the 
territory he covers, and naturally he 
docs everything he can to secure agents. 
However, if the pressure upon a field 
man 1s too strong, he is very apt to 
think that quantity is wanted ‘instead of 
quality. The bulk of every company’s 
business of whatever class of insurance 
comes from a comparatively small per- 
centage of agents in any given terri- 
tory. I believe that any one who wishes 
to go into the insurance business should 
be allowed to do so providing he is will- 
ing to prepare himself to understand the 
insurance he is selling. 

_ All states require certain prepara- 
tion for lawyers and physicians and an 
examination afterwards on the subjects 
Studied. All churches require certain 


*Svecified study for their ministers and 


also an examination. 

. Before a man is licensed as funeral 
director in the state of Michigan, he 
Must serve two years as an apprentice 





with a regularly licensed funeral direc- 
tor. At the end of that time, if he 
secures the recommendation of his em- 
ployer he may be licensed. If his work 
is such that his employer cannot rec- 
ommend him, he cannot secure a license: 

“In Michigan, a barber must also pass 
a written examination in studies required 
of an eighth grade pupil before he is li- 
*censed. He must also show the Board 
that he can actually cut hair and shave. 
The examination of barbers has been in 
existence about eight years. I am told 
by the license board that the kind of 
men who are going into that employ- 





CHARLES D. LIVINGSTON 


ment at the present time are a much 
better class than they were some years 
ago. 

“Real estate brokers in Michigan are 
required also to take a written examina- 
tion which practically includes all laws 
on realty transactions. 

“Why does Michigan require these 
men to fit themselves for the above work 
—simply to protect the public. 


Results of Experiments 

“Tf it is necessary to prepare one’s self 
to take an examination to become a li* 
censed funeral director, barber, or real 
estate salesman, how much more impor- 
tant it is to have an examination of a 
man who wishes to become an insurance 
agent. The Michigan law permits-me to 
give an examination whenever I believe 
it is necessary, and we have tried it out 
in a limited way this year, limited only 
because there is no appropriation for the 
work. Out of 100 applicants called for 
examination in one city, only two ap- 
peared. In another city we called thir- 
ty-two for examination and only one ap- 
peared, showing conclusively, in my 
opinion, that a great many of the li- 
censes asked of our department are re- 
quisitioned not because a man actually 
desires to go into the insurance business 


but because he is pushed into it by rep- 


resentatives of companies who desire 
agents. 

“While I am not so optimistic as to 
think that written examinations | will 
make all agents desirable, I am certain 
it will go a long way in protecting the 
public against unqualified and unrelia- 
ble agents eventually having an effect 
on commissions. I believe also it will 
protect companies and have a tendency 
to reduce acquisition cost.” 


Best’s Talk to Convention 


(Continued from Page 15) 


ly expected, as, for instance, in the avia- 
tion field, which has so far developed a 
premium volume for the fire companies 
of only 'a few million dollars a year, but 
which is almost certain to grow in the 
next ten years to an important figure. 
Casualty Probabilities 

In the casualty field the possibilities 
of growth are tremendous. The accident 
and health line seems .to me to be pro- 
ducing a much smaller volume than it 
should, and non-cancellable disability in- 
surance, as it becomes better known, is 
likely to develop into an extremely im- 
portant line. Theoretically at least its 
possibilities may be measured by the 
amount of life insurance in force—which, 
in passing, has shown amazing growth in 
the last fifteen years, rising from $25,- 
000,000,000 to $110,000,000,000, with a pre- 
mium volume of about three and a half 
billions a year. I believe it is not ex- 
travagant to predict that the non-can- 
cellable line will ultimately produce an 
income of several hundred million dol- 
lars per annum. 

The automobile liability line is bound 
to grow. It is a fact that not more than 
one car in four carries liability insur- 


ance. The extension of legislation such 
as that recently enacted in New York 
state is thoroughly sound, from the point 
of view of the protection of the public, 
and, at the same time, fair to the in- 
surance carriers. I have heard talk of 
the establishment of compulsory state 
funds for automobile liability insurance, 
similar to the workmen’s compensation 
funds which have been in existence for 
some years, but there is in fact no simi- 
larity between the two lines considered 
from the economic standpoint, and I can 
hardly believe that so unsound a theory 
can gain any headway. 

The development of commercial avia- 
tion will also produce a large volume of 
casualty premiums, and doubtless in the 
future, as in the past, the need for lines 
now unthought of will be met by the 
insurance companies. 

The casualty and surety lines as a 
whole produced less than $500.000,000 of 
premium, income for the stock compa- 
nies in 1923, as against a probable in- 
come of about $900,000,000 for 1930. I 
repeat that there is room for almost un- 
limited growth in this branch of insur- 
ance activities. 





Association Now Has Members 
In Every State In The Union 


Chairman Sparlin of Membership Committee Gives Some 
Inside Details of Successful Drive to New Record; Total 
Went From 9,391 Members on Sept. 1, 1927, to 
12,298 August 31, 1930 


A short while ago it was announced 
that the membership of the National As- 
sociation had reached the new record 
figure of 12,298, or just 90 over the quota 
set for the third year of the five year de- 
velopment plan. E. M. Sparlin of 
Rochester, N. Y., chairman of this live 
and important committee which has done 
so much to strengthen the Association 
during the last few years, told some of 
the inside details of the membership in- 





E. M. SPARLIN 


crease in the report he delivered Thurs- 


What 


day morning to the convention. 
he said follows in part: 

The severe business depression through 
which we are passing has been against 
us. Then there was the large loss of 
members that always occurs because of 
consolidations of agencies, deaths, going 
out of business, non-payment of dues, 
ete. S 


These many losses have to be made 
up to bring our total membership up 
to the number we had at the beginning 
of the year, and then we have to add 
10% to that to reach our grand quota. 
Amid all these discouragements we 
never lost faith, but kept constantly at 
work with a firm determination to win. 
Our motto -was “It can and will be 
done,” and our efforts at last have’ been 
crowned with victory. 

If any one for one moment thinks this 
has been an easy job he has another 
guess coming. It certainly has been a 
battle royal to overcome the many scem- 
ingly insurmountable obstacles that have 
confronted us. I know I voice the sen- 
timent of this National Association when 
I say that we are all glad that we have 
gone over the top. The thing that 
stands out clear cut against a beautiful 
background of hard work is the sincere 
and absolute loyalty of the many mem- 
bers of this great organization to get 
into the game and help put it across. 
Without this assistance it never could 
have been accomplished. 


Appreciation for Assistance 


I want to express not only my own 
personal and hearty thanks but also, 
may I say, of those of the officers and 
members of the National Association to 
the members of my committee, €. W. 
Varney, Rochester, N. H.; Albert R. 
Menard, Macon, Ga.; Sam Ruffin. Ra- 
leigh, N. C.; George A. Caldwell. Knox- 
ville, Tenn.; J. W. Kirkpatrick, Muncie, 
Ind.; Fred J. Lewis, Milwaukee. Wis’; 
P. S. W. Ramsden, Oakland? Calif.; M. 
E. Williams, McAlester, Okla.; and 
Frank T. Priest, Wichita, Kan.; to our 
esteemed and beloved president, Clyde 
B. Smith; to our energetic and able 
chairman of our executive committee, 
Percy H. Goodwin; to our most capable 
and hard working secretary-counsel, 
Walter H. Bennett and his official staff, 
and to the officers and leaders in our 
state associations for the wonderful 
work they did. 

The membership cup this year goes to 
Louisiana, with an increase of 101% far 
the year, this being the largest percent- 
age of increase of any state.. To the 
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Some of the Reasons “Why 


Agents Affiliate with “United States Gasualty Company 





























BECAUSE—the Company is entered in every state. This point is emphasized because. nowadays automobile policy- 
holders (on better roads and with better automobiles) tour in many states and the need for claim and other insur- 
ance service may arise in any state. Further, contractors have operations in various states. Furthermore, even 
a small manufacturer or merchant may have occasion to sell or demonstrate his products in many states. An 
agent, of course, cannot know in advance in what state a policyholder may need service. 


BECAUSE—of the claim service. The Company always has been known throughout the insurance world for the 
promptness and fairness of its claim service; it has claim offices established all over the United States. A well- 
seasoned claim organization covering the entire country is necessary to handle claims not only promptly but 
efficiently. A bungled claim may not only affect adversely the loss ratio of a risk but make it necessary for the 
assured to contribute a substantial sum over and above the limits of his policy. protection. . 


BECAUSE—its agency department maintains a corps of well-informed casualty and bond supervisors, resident in 
different states, who assist agents in increasing their business. 


BECAUSE—its underwriters as well as its resident field supervisors get out into the field and review problems of 
agents with agents in the agents’ offices; “swivel-chair underwriting” is eliminated. 


BECAUSE— it is not a “high-hat” organization; every official, as well as every department head and underwriter, is 
readily available at all times. Decisions on any subject can be quickly obtained so that an agent always may know 
exactly where the Company stands on any proposition. 


BECAUSE—all communications requiring answers are answered within twenty-four hours after they are received. 


BECAUSE—all of its policy forms (even those which generally are considered standard) include the latest and most 
advantageous coverage permissible. 


BECAUSE—of the experience and strength of the Company :—capital $1,500,000; surplus to policyholders $3,860,844; 
assets $13,396,044 as of December 31, 1929; claims paid over $66,000,000. 


BECAUSE—during the recent period of stock market troubles, the soundness of the investments and the financial 
strength of this Company were especially emphasized. 


BECAUSE—the Company has actively supported the American Agency System from the very beginning. 


BECAUSE—the Company always has taken aggressive action in combating mutual, reciprocal, state fund and other 
forms of insurance adverse to the interests of stock insurance and insurance agents. 


BECAUSE—during the unprecedented competition of the past two years this Company each year was one of the 
leaders, not only in percentage of increase in premiums but in actual amount of increase. It lost only seven pro- 
ducing agents in the past three years while during the same period many hundreds of new agents joined the 
xl 





years to come. 
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officers and leaders of Louisiana we wish 
to say that we are proud of your splen- 
did record, and congratulate you. Cali- 
fornia comes next with 81%. Louisiana 
is not selfish as it is offering a Fellow- 
ship Cup to the first state that will 
equal its record during the present year, 
the presentation to be made at the 1931 
convention. 

From a numerical standpoint, New 
York state comes first with a member- 
ship of 1,055 and this is over its quota. 
This is the first state to attain a mem- 
bership of 1,000 or more. The second is 
Ohio with 902 members; California 
comes third with 706; Pennsylvania 
fourth with 688; Texas fifth with 556 and 
New Jersey sixth with 492. 

We look for three or four other states 
to reach or exceed the 1,000 mark dur- 
ing the present year. Eighteen states 
reached their quota during this past fis- 
cal year. - 

Some interesting facts are revealed by 
an analysis of the past year’s member- 
ship record. Fifteen states have lost 
members; that is to say, these fifteen 
states had less members August 31, 1930, 
than they had August 31, 1929, but four 
out of these fifteen have reached their 
quota, due to the fact that their carry- 
over was large enough to enable them to 
reach their quota and still lose members. 

Ten states made an increase in mem- 
bership but not large enough to reach 
their quota. 

Members Now in Every State 

We now have members in every state 
in the Union, although there were only 
thirty-nine states assigned a quota to 
reach and maintain. Three states have 
members now that had none last year. 
Idaho with ten; Montana with seven, 
and Nevada with seven. 

The plans followed in our membership 
work were the same as those of pre- 
vious years, namely, to retain all or as 


many of your old or present members 
as possible. This point was especially 
stressed and should find a large place in 
any membership campaign. Whenever 
a member is lost you have got to get 
another one to take his place, and then 
you have not gained any in membership. 

Make your local boards co-extensive. 
Establish local boards in every city and 
town where there are no local boards, 
but make them co-extensive. Add new 
members to your old boards. Where 
towns are not large enough to estab- 
lish local boards create county boards 
but make them co-extensive. 

One of the best plans in a member- 
ship campaign is the regional meetings, 
inviting all of the agents, members and 
non-members, to these meetings, then 
your membership committee will have a 
splendid chance to work. Every state 
should have a good, strong membership 
committee. 

Another important thing in your mem- 
bership work is to keep constantly be- 
fore your members what the National 
Association has done and is doing for 
its members, which will emphasize the 
great value of this organization. You 
should also stress the point that it is 
continually fighting the battles of the 
individual agent who would be utterly 
powerless if it were not for this asso- 
ciation. 

This past year has been a trying one. 
There are two more years in our five 
year membership program, and they are 
not going to be easy ones. 

We have seen this organization grow 
from 9,391 members on September 1, 
1927, to 12,298 on August 31, 1930, which 
is an increase of 2,907 members in three 
years or 31%. 

The percentage of increase the first 
year was a fraction over 17%. The sec- 
ond year it was 11% and the third year 
it was the same. 





Public Relations Report 


(Continued from Page 17) 


during the past year, but we hope that 
it can be definitely undertaken as part 
of the National Association program for 
1930-1931. It should give a short but 
comprehensive view of the American 
Agency System and the National Asso- 
ciation of Insurance Agents, setting up 
an historical survey and an outline of our 
objectives and principles in such a way 
that our key men can use it as a basis 
or source of information for talks to be 
given on this subject. It should also out- 
line the National Association’s plan for 
public relations and educational activi- 
ties, sketching our scheme of key men 
and how they may work. Other sec- 
tions of the public relations manual 
should go into more details on the sub- 
ject of the use of local newspapers, and 
an outline for the use of insurance com- 
mittees in local chambers of commerce 
with a sketch of their activities, a plan 
for the activities to be used in connec- 
tions with civic organizations, the use of 
the radio and publicity, activities with 
other trade associations, and an outline 
of our insurance educational plan for 
schools and colleges. 
Press Changes Attitude 

Three years ago our public relations 
and educational committee adopted the 
unselfish slogan “The Policyholders Wel- 
fare and Public Service” and during the 
Past year we have continued to live up 
to this ideal with the result that we 
have received the most enthusiastic co- 
Operation of every organization with 
whom we have made contacts. The Ro- 
tary and Kiwanis Clubs have welcomed 
talks on insurance. The chambers of 
commerce have been more than pleased 
to organize insurance committees and 
have received our suggestions on this 
subject with open arms. Partly due to 
the National Board of Fire Underwrit- 
ets advertising plan, but more largely 
€cause of our key men’s contacts with 
the editors, there has been a change in 
Position on the part of the press in their 
attitude towards the subject of insurance. 

t is true that some of the newspapers 


and periodicals have printed attacks 
upon insurance, but they have printed 
these articles more as news items than 
as a part of a deliberate plan of war 
upon the present system of insurance. In 
fact, following the printing of these ar- 


‘ticles they have gone out of their way in 


order to give us an opportunity to reply 
from our viewpoint. In the September, 
1930, issue of the “American Mercury” 
one of the leading articles is entitled 
“The Insurance Racket.” This article 
displays a complete ignorance of the in- 
surance situation in the United States 
and presents a premeditated juggling of 
facts. The editor of the “American 
Mercury” has written to the chairman 
of our public relations and education 
committee and asked him to write a re- 
ply. This editorial position is typical of 
that of many other magazine~and news- 
paper editors. 

Although there are still many dema- 
gogues in the legislatures who think it a 
good political policy to attack insurance, 
there is, nevertheless, a changing~atti- 
tude upon the part of the public at large. 
We believe this is directly traceable to 
the public relations activities of the Na- 
tional Association of Insurance Agents. 
We think we see distinct signs of real re- 
sults which are of great use and serv- 
ice to all members of the Association. 
The way in which our key men and 
other leaders have taken hold of our 
ideas and have done their part in plac- 
ing insurance in its proper light before 
the public is most gratifying. We want 
all of our members to continue their ac- 
tivities along these lines and to take up 
new ones—whether they have been as- 
signed to a specific job or not. The Na- 
tional Association is prepared and ready 
to give every help possible to any mem- 
ber who has an opportunity to talk be- 
fore any organization or to do anything 
to promote a better public understand- 
ing of our business. We ask that you 
give us the same fine co-operation dur- 
ing the coming year that you have in 
the past. 


requirement sought. 


Casualty Committee Report 


(Continued from Page 14) 


maintenance was inadequate to meet the 
demand. He said: “Readjustments of 
rates to measure the hazard—a constant 
demand for a wider application of ex- 
perienced rating has taxed the resources 
of the rating bureaus to the limit.” 

Turning to the automobile situation he 
observed that the hysteria for a compul- 
sory automobile insurance system had 
somewhat subsided and that experience 
had thus far demonstrated convincingly 
that the financial responsibility law simi- 
lar to that adopted by New York, Con- 
necticut and New Hampshire is far more 
satisfactory than the Massachusetts com- 
pulsory plan and appears to meet the 
He continued: 

“Tt is an outstanding fact that in those 
states which have adopted the financial 
responsibility law the reaction from the 
public is favorable. The situation in 
Massachusetts is exactly the reverse and 
since its enactment in 1926 a constant 
and persistent criticism of the compul- 
sory automobile insurance law, and its 
operation state-wide, has made it a lively 
topic at the state house and in the pub- 
lic press. 

“The Governor has recently declared 
that the legislature consider the repeal 
of the present compulsory law and sub- 
stitute a financial responsibility law. It 
may be interesting to note at this point 
that our secretary-counsel Walter H. 
Bennett, appeared before the recess com- 


mittee of the Massachusetts legislature 
a year ago, and at that time Mr. Bennett 
advised that Massachusetts repeal the 
compulsory law and substitute a measure 
similar to that adopted by the states of 
Connecticut and New Hampshire.” 

Death Blow to State Fund in Mass. 

Mr. Cole also referred to the signifi- 
cant and far-reaching death blow deliv- 
ered to the project for a monopolistic 
state fund by the decision in April of 
the Massachusetts supreme judicial 
court. By a unanimous decision the court 
declared that the bill under consideration 
seeking to establish a monopolistic state 
fund for compulsory automobile insur- 
ance was unconstitutional. Pitfall after 
pitfall was found in this form of legis- 
lation, not only dangerous in themselves 
but also likely to snare the state into 
courses harmful and repugnant to estab- 
lished principles of American life, law 
and constitutional government. 

“It is conceded,” said Mr. Coie, “ at 
no form of legislation would satisfy 'l 
interests involved in automobile accide 
and the best compromise based upon 1°Y 
principle of the ‘greatest good to tl 
greatest number’ is the wisest plan t 
adopt.” 

Before closing he extended praise to 
state associations for their activity and 
alertness during the year in watching the 
course of insurance legislation in the va- 
rious states. 





Goodwin Explains Extent Companies Go 
To Create Preferred Automobile Groups 


Executive Committee Head Tells How Some Insurers Classify 
Prospects According to Companies They Work for or Parts 
of Town in Which They Reside; Says Export Indemnity 
Is One Company Writing These Lines 


Dallas, Oct. 9—One of the mysterious 
subjects on the program of the National 
convention was “Fictitious Automobile 
Fleets and Groups.” 

Percy H. Goodwin explained what the 
program miakers had in mind in that 
title. It was the writing of automobile 
insurance on groups of employes. 

The National Association first heard of 
this last fall in the case of the New 
York Telephone Co. Next it made its 
appearance in California with the South- 
ern Pacific Railway System when the 
latter announced that through a nation- 
ally known insurance brokerage concern 
employes of the Southern Pacific could 
arrange to have the cars of themselves 
or their families insured at a rate reduc- 
tion from manual and upon very favor- 
able terms. 

Finally, the system of writing employes 
in this way extended to public utilities 
and other business and _ eventually 
reached the residential districts. 

“Here,” said Mr. Goodwin, “the blocks 
were numbered and the solicitor would 
go to block No. 400, for instance, and tell 
people they could get this automobile in- 
surance with its favorable terms because 
they belonged to the group of people 
who lived in the block.” 

Goodwin continued by saying that the 
National Association found that one com- 
pany writing this insurance was the Ex- 
port Indemnity. 

A non-agency company’s efforts to find 
out about the company at first were not 
successful. “We even tried to buy some 


of its stock,” said Mr. Goodwin. 

Eventually it was learned that the 
company had headquarters at 80 Maiden 
Lane. The National Association found 
it was on the nineteenth floor and took 
a picture of the name plate board on the 
wall of the nineteenth floor. That said 
the company was in Room 1909. The 
National Association’s photographers 
then took a picture of the door of Room 
1909. Also on the door was the name 
Marsh & McLennan. Mr. Goodwin 
showed the convention the photographs 
and sat down. 





Jenkins Offers 
Five Year Plan 
For Assureds 

Dallas, Oct. 9—Atwood L. Jenkins, 
president of the Indiana Association of 
Insurance Agents, in a talk about in- 
surance production as seen by agents 
writing about $100,000 a year, said in 
part: 

“Adopt some survey plan. Set out all 
of your client’s needs for insurance in a 
way to properly protect his interests. 
List the policies according to expirations. 
Then look for possible combinations. As 
the first of any possible combination 
comes up cancel others and rewrite for 
a period of five years. Each year cancel 
one-fifth pro rata and rewrite for five 
years. If a five-year premium for the 
entire line is too heavy for him at one 
time you can write one policy for one 
year. The next year do the same and 
so on until the line is fully distributed.” 
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PARTNERS 
IN PRINT 


Pictured here are some new 
“partners in print” whose services 
are freely available to all QUEEN 


representatives. 


These “partners” will extend the 
sales influence of any agent by 
reaching the hard-to-get-at prospect 
as well as supplementing the work 
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ment and our agents in the field 
is one of the many things which 
makes QUEEN representation pleas- 
ant and profitable. 
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EEN Insurance Co.of AMERICA 


Head Office—150 William St., New York City 
Incorporated in New York State 1891—Capital $5,000,000 


Southern Dept. Pacific Coast Dept. Marine Dept. Cuban Dept 
S. Y. Tupper, Mgr. H. R. Burke, Mgr. John E. Hoffman, Mgr. : Trust Company of Cuba 
Atlanta San Francisco New York 
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National Association Expenses Kept 
Within Total Income For Year 


Chairman Wm. B. Calhoun of Finance Committee Says All 
Operating Costs Have Been Met Without Drawing on 
Surplus; Per Capita Allocations Remain 60 Cents 
Per Month Per Member 


The finances of the National Associa- 
tion are in good shape and expenses have 
been kept within the limits set, William 
B. Calhoun of Milwaukee, chairman of 
the finance committee, reported at the 
joint meeting of the national executive 
committee and the state association of- 
ficers on. Tuesday morning. Mr. Cal- 
houn’s report, which covers the period 
from September 1, 1929, to August 31, 
1930, follows in part: 


The expenditures of the National As- 
sociation for the year just closed have 
been kept well within the budget pro- 
vided at the beginning of the year. This 
notwithstanding the fact that the pub- 
lication cost of the “American Agency 
Bulletin” was necessarily increased for 
the last seven months of the year by the 
addition of a cover which the paper did 
not before that time carry. Even with 
this increase the total operating costs of 
the Association for the year were sub- 
stantially less than the total income—the 
estimated income having been increased 
by additional advertising. In other 
words all operating expenses have been 
met out of current income without hav- 
ing to draw at all upon our surplus ac- 
count. 


In preparing the budget of operating 
expenses for the new fiscal year the 
finance and executive committees gave 
careful consideration to the enlarged 
work of the Association as called for 
by the terms of our five year develop- 
ment program. 

Notwithstanding an increased budget 
appropriation, we are able to hold the 
per capita allocations to the respective 
State associations at the same amount 
as last year, namely 60c per month per 
member for the actual number of mem- 


bers carried on the National Associa- 
tion rolls, month by month, for the past 
fiscal year. 

Budget For Next Year 

The total amount of the net budget 
of operating expenses for the next fiscal 
year has been fixed at $98,760, an in- 
crease of approximately $16,000 over last 
year. We have been able to withdraw 
from surplus a sufficient amount to re- 
duce this so that the payment by the 
states of 60c per member per month will 
equal the total amount required for the 
enlarged operating expenses for the new 
year. 

We have again included in the budget 
an item of $6,000 for membership de- 
velopment work where this is performed 
by the state association officers as dis- 
tinguished from the membership cam- 
paign of the National Association. This 
item will cover an appropriation for each 
state of 5c per month per member (60c 
per member for the year) for traveling 
expenses actually incurred by state of- 
ficers in any new membership work un- 
dertaken by them, provided such state 
association has paid its allocation in full. 

The close of the third year of our five 
year development program finds the Na- 
tional Association in a strong financial 
position with all bills paid and a sub- 
stantial surplus in hand. 

Again we repeat that the method used 
in allocating the budget to the state as- 
sociations leads us to suggest that they 
should be careful not to carry non-pay- 
ing members for too great a period of 
time, and thus run up their allocation 
for the following year. If all members 
would eventually pay their dues this 
would make no difference. But because 
we always experience ‘a certain loss in 
delinquent members it is important for 
the states to insist on the prompt pay- 
ment of these state dues. 





Finds Agents Are Cooperating 
Well In Fire Prevention Efforts 


Joseph W. Stickney of Indianapolis Says That National 
Association Is Working With Other Country-Wide 
Organizations to Lessen the Dangers of Fire _ 


How the members of the National As- 
Sociation are co-operating in fire preven- 
tion efforts was described by J. W. Stick- 
ney of Indianapolis, chairman of the fire 
and accident prevention committee, at 
the Thursday afternoon session. Mr. 
Stickney highly praised the significant 
results gained through national observ- 
ance of Fire Prevention Week and told 
how his committee works with the lead- 
Ing national organizations which aim to 
curtail fire losses. Mr. Stickney’s re- 
Port follows in part: 

Fire Prevention Week serves an ex- 
tremely useful purpose. Through the 
thousands of inspections many hazards 

ave been disclosed and eliminated. But 
the real useful purpose is the intensive 
Campaign of publicity. Through this 
Medium, at least once a year, the general 
Public has the subject forcibly called to 
their attention on every hand. But the 
real conservation work does go and must 
$0 on and on and on all the time every 
vay in the year. Statistics must be com- 
piled, cause and effect must be studied, 
and, as in the case of every successful 





commercial enterprise, intelligent and 
systematic research work must be de- 
veloped to be used as a guide in secur- 
ing results. 

As the losses are enormous, in just that 
proportion is the work of prevention and 
conservation enormous. Obviously agen- 
cies devoted exclusively to the work in 
hand must be and have been created. On 
these agencies the brunt of the work 
and responsibility must fall. Interest in 
prevention and conservation work in our 
Association is logical and reasonable. But 
our object in existing is “to support 
right principles and to oppose bad prac- 
tices in the transaction of the business 
of insurance.” Conservation and preven- 
tion activities must be and are incidental 
as evidenced by the fact that in this con- 
vention they are allotted ten minutes in 


“a program of three full days. This is not 


criticism. It is as it should be. The 
fact is emphasized simply to impress on 
our members that their efforts can be 
and will be most effective when co-ordi- 
nated with the full time efforts of the 
organizations created for the purpose. 
Co-operating With Other Bodies 
The National Fire Waste Council, the 
National Safety Council, the National 





Fire Prevention Association and similar 
organizations are such full time agencies 
for prevention and conservation work. 
This work should also be a major activ- 
ity in every Chamber of Commerce and 
agents can do effective work by being 
active on the prevention committee of 
the Chamber of Commerce in their local 
communities. 

Every year, upon appointment, the 
chairman of your fire and accident pre- 
vention committee, automatically be- 
comes closely identified with these na- 
tional organizations. He is supplied with 
information concerning their facilities 
and organization and, in turn, will glad- 
ly furnish information and suggestions 
to members at any time. Your present 
chairman has furnished names of dis- 
trict or local representatives of the na- 
tional organizations and other informa- 
tion to members and any member who 
becomes chairman will gladly do so. If 
he hasn’t it at the moment he knows 
where to get it. Don’t hesitate to ask 
him. 

As emphasized in previous reports of 
this committee, one of the most effec- 
tive and systematic activities for con- 
servation work is the Inter-Chamber 
Fire Waste Contest of the Chamber of 
Commerce of the United States. This 


of the results. That the contest has 
been effective is evidenced by the fact 
that since 1923 the average per capita 
loss of all cities engaging in the con- 
test has been $2.89 against an average 
sideration many elements and are made 
on the basis of the general excellence 
contest has been conducted annually 
since 1923. The awards take into con- 
loss for the whole country of $4.47. 

There are over 670 cities participating 
in this contest and that the comparisons 
may be equitable, the cities are divided 
into six classes according to population 
and awards made in each class. 

Another activity tending to reduce 
losses by fire has received a great deal 
of attention recently. Reference is 
made to the establishment in each state 
of a fire college for the training of fire- 
men. In your chairman’s home city, the 
chief of the training school remarked 
recently that the qualificaticns of a good 
fireman used to be a strong back and a 
weak mind. Under modern conditions he 
still needs the strong back but he also 
needs a good mind and know how to use 
it. The subject is an enormous one 
and the firemen themselves are much in- 
terested in it. Members of our Asso- 
ciation can perform a useful service by 
becoming interested in it. 





J. S. Pearce, Toa Okla., Urges 
Membership Qualification Law 


Chairman of Better Business Methods Committee Says Failure 
of Agents to Answer Cost Questionnaire Indicates 
Too Much Stress is Being Placed on Number 
of Members Rather Than Quality 


Prompted by the failure of about 
95% of the National Association mem- 
bers to reply to the agency cost ques- 
tionnaire sent out by the better busi- 
ness methods committee, J. Stewart 
Pearce, chairman of that committee and 
a member of the well-known Tulsa, 
Okla., agency of Pearce, Porter & Mar- 
tin, advocated in his report to the con- 
vention Thursday morning that a com- 
mittee be appointed for the purpose of 
considering the adoption of rules of eligi- 
bility for the National Association. Mr. 
Pearce would have such rules stipulate 
what percentage of a man’s time must 
be devoted to the insurance business, the 
annual volume of business necessary in 
proportion to the population of his town 
and other considerations. 

The report of the better business 
methods committee follows in full: 


The better business methods commit- 
tee originated several years ago when 
the National Association developed a 
method of accounting for the benefit of 
its members. Since then the committee 
has sent out several acquisition cost 
questionnaires; has published a better 
business column in the “American Agen- 
cy Bulletin”; and has suggested a form 
for analyzing risks and auditing insur- 
ance for use of its members. 

The results have not been gratifying. 
The response from 11,000 questionnaires 
was less than 5%. It has been almost 
impossible to get any contributions to 
the better business column, and the audit 
and risk analysis has been travelling 
around through committees for a year 
and has apparently passed. out of the 
hands of the better business committee. 

Better Business Subjects Discussed 

Among subjects discussed in the better 
business column the past year are the 
following: “The Daily Plan Sheet,” 
“You Are Continuously Advertising,” 
“How Much Shall We Spend on Adver- 
tising?” “The Best Advertising Medium,” 
“Organizing Employes,” “Selecting Em- 
ployes,” “Use the Telephone,” “The Of- 
fice Mail,” “Agency Cost Sheet,” “Set 


An Objective,” “The Sale Value of an 
Agency,” “Monthly Balance Statement,” 
“The Block Survey,” “Success Due to 
Survey,” “The Co-Insurance Clause,” 
“The Collection Problem,” etc. 

We have had a few letters of com- 
mendation, but like general advertising, 
it has been very difficult to determine 
what if any value these articles have 
been to the agency organization. 

The disappointing thing about the col- 
umn has been the difficulty in getting 
agents to contribute articles. Everyone 
of you must have some original ideas, 
some pet plan, which would be of inter- 
est and be beneficial to other members 
of the Association. 

Last year we sent out a questionnaire 
to 11,000 agents on “Acquisition Costs.” 
The purpose of this questionnaire was to 
obtain valuable data to be presented to 
the insurance commissioners to give 
them the agents’ viewpoint on commis- 
sions. The importance and value of such 
information must have been generally 
recognized and yet we had less than a 
5% return from the members. This would 
appear to be lack of intelligent co-opera- 
tion. The information received was val- 
uable and every questionnaire reflected 
the general idea that commissions are 
not too high. If this questionnaire had 
been answered more generally, it would 
have been of great value to the officers 
of the National Association. 

Insurance Audit and Risk Analysis 

Another project of the better business 
committee the past year has been the in- 
surance audit and risk analysis. The 
committee attempted to develop such a 
plan to be printed and sold by the Na- 
tional Association to its members at cost, 
believing that through this means the 
public would be better sold on the serv- 
ices that could be given by an intelli- 
gent and aggressive insurance agency, as 
well as that through this same means 
the agency itself could be greatly im- 
proved. Its main purpose is service to 
the customer. The suggestion received 
some very favorable comment and a great 
deal of work was done in preparing forms 
and in obtaining the forms of various 
companies using a similar plan. Many 
companies following this suggestion have 
since developed something of this kind 
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ASSETS LIABILITIES 

Bonds and Mortgages....................-.-- $ 139,609.90 Capital ........ $ 7,000,000.00 
S. nite ne women : eee ; 509,100.00 Surplus bans 44,315,436.08 
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ISSUES POLICIES AGAINST 


Fire, Marine, Tornado, Earthquake, Hail, Explosion, Riot and Civil Commotion, Sprinkler Leakage, 
Inland Marine Transportation, Parcel Post, Automobile, Aviation Insurance. 


Agents in Canada, Manila, Shanghai, London and Principal European Cities 
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Progress since Consolidation in 1899 
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er eer. 71,740,996.83 21,162,599.90 25,610,575.98 
Ra ET a sa ee eae 80,193 ,738.67 21,794,727.64 29,514,699.03 
eer ree re 98,190,644.96 24,332,695.62 37,252,917.34 


ee ey OP ew buat, Cetege 105,991,540.45 26,803 ,146.42 44,315,436.03 
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for their own use and so perhaps it will 
be unnecessary for the Association to 
carry its plan: further. 

One of the principal objectives of the 
National Association is to elevate the in- 
surance business to a higher profession 
and through this means the agents could 
strengthen the organization and elimi- 
nate the “side-line” dealer, the unin- 
formed and irresponsible insurance agent. 
Higher standards for transacting insur- 
ance business cannot be developed 
through legislation any more than the 
Volstead act has made better the morals 
of the people. It must be brought about 
through the education of the agent and 
of the public, with such friendly co-op- 
eration of the companies and insurance 
commissioners as may be obtained. The 
public should be taught to expect and 
demand those special services which only 
a trained and efficient agency can give. 
The advertising program of the National 
Association which is used by local boards 
might well be aimed to educate the pub- 
lic in the practical services which can 
be rendered by an agent. 


Would Have New Membership 


Requirements 


In my efforts for the past two years 
to develop some progressive ideas for 
the benefit of the members of the Na- 
tional Association, as well as to utilize 
the talent available among the members 


for the benefit of others, the thing that 
has struck me most is the lack of co- 
operation. Our Association has put a 
great deal of stress the past few years 
on the size of its membership and there 
is no doubt but that a large membership 
is very desirable. However, when 11,000 
members of this Association were called 
on to answer a questionnaire which was 
of vital importance to the National As- 
sociation less than 5% responded! 

What is wrong? It would appear that 
the only requirement necessary for join- 
ing this organization is the few dollars 
‘for the membership and a license to be 
in the insurance business, which we 
know is very easily obtained. 

I think we need an agency qualifica- 
tion law for the membership of the As- 
sociation and one with teeth in it. That 
would do more to make the organization 
worth while than’ a 100% increase in 
membership that did not co-operate. The 
“side-line” agency is unnecessary to the 
insurance business, but will remain there 
as long as we accept it into our ranks as 
a member. 

I suggest that a committee be appoint- 
ed for the purpose of considering the 
adoption of rules of eligibility for the 
National Association, stipulating what 
percentage of a man’s time must be de- 
voted to the insurance business, the an- 
nual volume of business necessary in pro- 
portion to the population of his town, etc. 





California Agent Warns Ass’n 
Of Insurance Invasion By Banks 


Eugene Battles of Los Angeles Says Tendency Is to Remove 
Restrictions on Branch Banking; Is Leading to More 
Bank Insurance Agencies 


Branch banking and group banking 
whereby large banks in central citics are 
able to buy or otherwise control finan- 
cial institutions in other locations and 
thus create a powerful chain of banks 
under such operation is creating a threat 
to the local insurance agent, Eugene 
Battles, president of the Los Angeles 
Insurance Exchange and also president 
of the California Association of Insur- 
ance Agents, told the convention Thurs- 
day afternoon in opening a discussion on 
how modern banking affects the insur- 
ance producer. 

Mr. Battles said that the tendency ap- 
parently is for these large bank chains 
to open local insurance departments di- 
rectly connected with banks or hidden 
under the cloak of dummy insurance 
agencies. He asked that the members of 
the National Association give serious 
thought to this problem. Following are 
his remarks: ; 

When the next session of the United 
States Congress convenes in December, 
Representative McFadden and his House 
Committee on Banking and Currency 
will resume hearings, looking towards 
recommendations for removing the re- 
Strictions on branch and group banking 
now applying to federal banks. 

he structure of finance in this coun- 
try is changing, principally by reason of 
the gigantic holding companies, some- 
times known as bancorporations. Through 
operation of these holding companies, 
anks may retain their individuality on 
the surface, while operating under dom- 
ination of the holding company. 

When the Federal Reserve Act was 
passed in 1914, national banks were not 
Permitted to establish branches, but if 
a ame bank, having branches, nation- 
alized, or a national bank bought for 
Purposes of merger, a state bank with 

ranches, it was permitted to continue 


to operate the branches, but not to es- 
tablish further branches. 


In 1927 Congress passed the McFad- 
den bill giving national banks the right 
to establish branches, restricted to cit- 
ies in which the parent bank is located 
and exercised only where branch bank- 
ing is permitted by state law. 

Difference Between Branch and 
Group Banking 
Branch banking and group banking are 


by no means identical—branch banks are | 


operated through common ownership 
vested in the parent bank. Group bank- 
ing comes when a chain of independent 
banks come under domination of a hold- 
ing company. 

Pressure is being brought to bear on 
Congress to permit opening wide the 
doors of branch and group banking to 
federal. banks. According to Congress~ 
man McFadden, if his b‘ll of 1927 had 
passed as originally drawn it would have 
restricted establishment of branch banks. 
“In the end,” he said, “the action of 
Congress virtually was to permit nation- 
al banks to have branches where the 
states sanctioned branch banking. Con- 
gress thereby adopted the view that big 
cities should have big banks under na- 
tional as well as state charters. 

“But Congress did not thereby give 
its approval to the kind of banking 
groups that have been born during the 
past few years, and which constitutes one 
of. our great national problems.” 

The Comptroller of the Currency has 
said: “In the absence of government 
permission for branch banking in its 
true sense, present developments indi- 
cate that group banking under the force 
of economic law may eventually displace 
the present system of country unit 
banks.” 

Two Schools of Thought 


Obviously, there are two defin'te 
schools of thought on the present eco- 
nomic trend. 

Those who favor removal of all re- 
strictions on branch and group banking, 


President Smith Talks To Public 
Of Dallas Over Radio On Sunday 


Clyde -B. Smith of Lansing, Mich., 
president of the National Association, 
speaking from Station WFAA, Dallas, 
Sunday evening, October 5, said in part: 

“In the growth of insurance with Am- 
erican industry our Association of local 
insurance agents from every state in the 
Union, has for the last third of a cen- 
tury kept step in this ever advancing 
army of business protection. 

“So we have called a gathering of the 
clans this year in the great southwest 
country. In the olden days I might have 
said ‘the great open spaces of a sparsely 
settled territory.’ It is so no more. True, 
the historic old ‘San Anton,’ while mak- 
ing tremendous strides in population, yet 
retains sufficient: Spanish and Mexican 
atmosphere to attract the attention of 
visitors to the days that were. But we 
find Dallas, our convention city, Hous- 


ton, Fort Worth and Galveston typical 
of our modern American metropolis. 
“But I did not intend to speak about 
Texas but the convention. Those who 
can and will attend may expect to re- 
ceive a full measure pressed down and 
running over, for the time and money 
invested. These gatherings have in the 
past proven of substantial material ben- 
efit to a large number who have taken 
advantage of the information and knowl- 
edge there acquired. I know of no rea- 
son why this session in Dallas should not 
be equally profitable to the insurance 
agents who attend and to the public at 
large. To those agents who are listening 
in tonight, who have not yet decided to 
attend, let me urge you to hasten your 
arrangements to come to Dallas. You 
will thereby have the best chance of 
cashing in on the work here performed.” 





Legislative Report Hits State 
~ Officers Sharing Bond Business 


Fred M. Burton, head of Fred M. Bur- 
ton & Co. of Galveston, Texas, and chair- 
man of the National Association’s legis- 
lative committee, delivered a brief re- 
port Friday morning. He touched upon 
only two important matters, the proposed 
District of Columbia insurance code and 
the participation of political office hold- 
ers in surety commissions. His report 
follows in full: 


While there have been numerous mat- 
ters pending before the legislatures of 
various states throughout the country 
during the past twelve months, some of 
which are favorable and some are an- 
tagonistic to the insurance business, your 
committee does not feel that it is called 
upon to comment on any except one. 

United States Senate Bill No. 1,470— 
similar to House of Representatives Bill 
No. 3,941—dealing with the Code of In- 
surance Laws prepared by the American 
Bar Association for the District of Co- 
lumbia, met with the signal defeat it de- 


served very largely through the personal 
influence of Secretary-Counsel Walter 
H. Bennett, whose evidence before the 
committee was a most masterly presen- 
tation of our views in behalf of the 
American agency system. 

This is just one more instance where 
the value of the National Association to 
each individual insurance agent through- 
out the country is clearly demonstrated 
and for the support of which every- 
body in our business should give his most 
active co-operation. 

A word of warning in connection with 
the surety business would not be out of 
place here. Instances have occurred and 
are still occurring where members of 
state senates and legislatures, who are 
not in the insurance business, feel that 
it is their prerogative to participate in 
the commissions on bonds authorized for 
public works in certain sections of the 
country. Whenever such infringements 
of our state laws become known to in- 
surance men, they should be promptly 
exposed, as being pernicious and un- 
sound in principle. 








say that the result would be to elimi- 
nate for all time strings of small bank 
failures such as the past few years have 
witnessed, because the strength of the 
holding company or the parent bank, as 
the case may be, would be assurance 
against any financial weakness. 

Those who uphold the unit banking 
system “view with alarm” concentration 
of the financial power in the hands of a 
few. It has been predicted by leading 
financiers that the next few years will 
witness the control of the entire financial 
structure of the country by five, or at 
least not exceeding seven, big banking 
groups. Besides possible monopolization 
in chain and branch banking, the Comp- 
troller of the Currency sees another po- 
tential danger, in that where a group 
is composed of both state and national 
banks, no supervising governmental of- 
ficial is in position to ascertain the true 
financial condition of the group as a 
whole. 

It is generally accepted by both fac- 
tions that, like it or not, the change is 
coming—in fact, is already here in real- 
ity. 

How will it affect the insurance busi- 
ness and the insurance agent? Banks 
already have encroached on many fields, 
hond business, trust business, travel bus- 
iness and insurance. With added au- 
thority, how far will they go? 

The Northwest is the scene of two 
gigantic bancorporation activities, cov- 
ering the territory of the Ninth Fed- 


eral Reserve District. The Northwest 
Bancorporation, organized in Delaware, 
controls big banks throughout the dis- 
trict and in the states of Iowa, Kan- 
sas and Nebraska. It controls eighty- 
four banks, forty-two of them in Minne- 
sota. The First Bank Stock Corporation 
controls seventy-four banks, all situat- 
ed in the Ninth Federal Reserve Dis- 
trict. It is reported that where these 
corporations operate, one bank acts as 
insurance agent for all the member 
banks, or a camouflaged local agency is 
set up. 

North Carolina, which permits state 
chain banking, produced this situation: 
a small textile bank, near Greensboro, 
operated an insurance department for 
years. It was located at White Oaks, a 
suburb, was designed to care for the 
needs of the adjacent cotton mills only 
and was allowed to go its way undis- 
turbed. Then it was bought by the At- 
lantic Bank & Trust Co. which took over 
the insurance agency as its own. Later. 
the Atlantic Bank & Trust Co. merged 
with a group of banks into the North 
Carolina Bank & Trust Co. and’six banks 
in the leading cities of the state blos- 
somed forth with insurance departments, 
all growing out of one seemingly in- 
nocuous little textile bank agency. 

These trends indicate a gradual en- 
croachment upon the true, American 


agency system and the insurance busi- 
ness as a whole properly and ethically 
conducted. 
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The Law Relating to Automobile Insurance 


Tue Law RELATING TO AUTOMOBILE INSURANCE is 
already well known as the first text book on a subject 
of constantly increasing importance. 


The First Edition, published in 1921, has been out 
of print for several years. It received commenda- 
tion from many high legal authorities. Many requests 
have been received for a new edition. 





$8.50 Delivered 
The Eastern Underwriter Company 


110 Fulton Street 


New York 


The new Second Edition cites and analyzes more than 1000 auto- 
mobile insurance cases and contains more than three times the amount 
of text contained in the First Edition. All the English and Canadian 
cases are included. 


Every phase of automobile insurance law is covered. The state- 
ment of the law necessarily includes many of the leading principles - 


of insurance law generally. 


Where necessary, the essential facts of each case are stated in 
detail. 


The Second Edition is not a mere digest, but a treatise of 477 pages, 
arranged in 21 chapters, containing 380 sections. 


A Table of Cases and a comprehensive analytical Index facilitate 
reference. 


The book is the work of a legal author and editor of many years’ 
experience, for several years contributing editor of the American 
and English Encyclopedia of Law, Second Edition, and author, editor 
and translator of several legal text books. 


The following is one of many endorsements: 
“You may be interested to know that our people who have 


studied the book are most enthusiastic in their commendation 
of it.” 


PART I PART II 
Automobile Insurance Generally Matters Pertaining to the Different 
Chapter Kinds of Automobile Insurance 
I. Constitution of the Contract Chapter 
II. Construction of Policy XIII. Fire Insurance 
III. Reformation of Policy XIV. Theft Insurance 
IV. Cancellation of Policy . XV. Collision Insurance 
Y. “Sistine. tak Pedals OF tiene XVI. Confiscation Insurance 
VI. Agents, Brokers and Adjusters - XVII. Transportation Insurance 
VII. Arbitration, Appraisal and XVIII. Liability Insurance 
Award XIX. Insurance Policies and Bonds 
VIII. Extent of Loss and Amount of ee 
Recovery ehicles panes 
IX. Option to Repair XX. ee Liability Insur- 
Xx. —— and Warran- XXI. Mutual and Reciprocal Com- 


XI. Subrogation Teble. a ——e 


XII. Actions and Defenses Index 
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ORDER BLANK 


[A] , 19 
The Eastern Underwriter Co., 
110 Fulton Street, New York City. 





Gentlemen: 


Please send me cop of the new 
Second Edition of Simpson on THE LAW 
RELATING TO AUTOMOBILE INSURANCE. 
price $8.50. 




















